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The Santy Gians Cea 
Dotwn the trail al’ Sant 1s coming, >~’ 
With ) bi packs ‘9’ gitts an’ tops, // 
) bis’sleigh is fairly bumming— 
/ Hells a jinglin’ Chrigmusjapst ” 
ee Asn fo the wine, world der; 
oe such tword with fim ag ‘“fail;”’ 
pan pClang—the rogitish rover— 


_ Consinig Hota th’ Chrignug’ teailt 
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pig fat: face is fairly Beaming, —_- 
An’ bis pulses fairlp ging! 
“she can get the thillions dreaming 
‘Sout the things thep hope he’ tl bring! 
- a’ the jop be gets in giving, 
Ie the happiness be gives, 
pot in Getting—but in Giving—-. 
Yu ey iy 8:for others that he lites! 


We shquld follow bis erample, 
préading jops twhere’er we can; 

én here an’ there a sample 

®’ God's love to eb’rp man; 


~—Motun the trail o’ love, he’s coming, 


Bringing love gifts bythe bale; 
| Santp Claus—hig old sleigh buniming— 
Coming down th’ Chrismus. trail: ~ 
—James Edward Hungerford 
Copyright, 1942, King Béitors’ Features, N.¥.C. 
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Give the Hen Something in Cutlery 








The fireplace, the stockings and old Santa himself called attention to this cutlery 
display of the Strong Hardware Co., New Brunswick, N. J. 


about it that is both useful and 

attractive. Although it has 
been repeated many times, it is still 
a fact that comparatively few arti- 
cles sold in the modern hardware 
store lend themselves as easily and 
as artistically for display purposes 
as do these brilliant bladed knives 
and instruments of daily use which 
we list under the general heading of 
cutlery. 


(U seout it has a distinctiveness 


Cutlery for the Men 


There is no time in a man’s life 
when he, or those who cater to his 
wants, can get along without some 
articles of cutlery. He arises in the 
morning and must use his razor. 
He slides a penknife or a nail file 
under his finer nails and goes into 
breakfast and cuts his bread and 
meat with a knife and then goes 
forth to earn bread and meat for the 
next day. During the day he uses 
various knives, sometimes a pair of 
shears, and he sees other men and 
women use cutlery in some shape 
or style until long after the sun has 
set. 

It is altogether appropriate, there- 
fore, that cutlery should be given so 
much attention in the windows and 
showcases of hardware stores, espe- 
cially around the Christmas season. 
As we stated before, it has illimi- 


table possibilities of utility and dis- 
play. 

The three illustrations of holiday 
window displays that accompany 
this article are striking examples of 
what can be done with cutlery by 
clever display artists. 

The photograph showing the room 
in which Santa Claus has presum- 
ably just come down the chimney 
with a sack full of pocket knives was 
trimmed for the Strong Hardware 
Co., New Brunswick, N. J., by 
Charles Conover, who also dressed 
the other two windows for Banister 
& Pollard Co., Newark, N. J. 

The realistic way in which the 
Strong Hardware Co. window was 
arranged is a revelation of what can 
be done with an ordinary store win- 
dow. Any child or grown-up too, for 
that matter, could not fail to be at- 
tracted to it, first, because it is an 
unusual and a compelling scene, and, 
secondly, because it displays useful 
and universal articles known to 
every man and boy in the country. 

The display in which Santa Claus 
is presented, standing with the 
round-faced moon over his right 
shoulder and a bag of pocket knives 
beside him, was an ingenious and 
equally unusual display that attract- 
ed exceptional attention last year 
when it was shown in Newark, N. J. 
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Christmas, festival of joy, 

Means to every man and boy 

Something Time cannot alloy 
Nor fulfill. 


Christmas memories linger after 

Holly withers on the rafter, 

There the gay and elfin laughter 
Lingers still. 


Christmas, festival of childhood, 

Fills the city and the wildwood 

With the mysteries that childhood 
Must fulfill. 





The pocket knives were fastened 
to a belt propelled by an electric mo- 
tor, that moved in and out of the 
bag, giving the effect of a continu- 
ally moving stream of knives inex- 
haustible in number and assortment. 


A Profit Producer 

The other window display has 
been termed by some authorities as 
“the best selling window of the 
three.” The assortment of cutlery 
shown, pocket knives, scissors and 
shears of all kinds, carving sets, 
manicure sets, special knives and 
common knives, is remarkable con- 
sidering the amount of space in 
which these articles are shown. 

Some merchants might find it 
feasible as a means of increasing 
interest in pocket knives to put a 
few bursted bags of brand new one- 
cent pieces in their windows with a 
display of pocket knives, and an an- 
nouncement that each purchaser of 
a knife will be given a new one-cent 
piece in a small card or envelope to 
give with the knife as a Christmas 
present. There is an old supersti- 
tion that the gift of a knife cuts the 
love between the one who gives and 
the one who receives. This is sup- 
posed to be prevented by the gift of 
a coin with the knife. Try it out 
this year; it will attract comment 
and attention to your store. 
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Banister & Pollard Co., Newark, N. J., has succeeded in injecting a real Christmas flavor 
in the above cutlery display. The smiling moon and the life-sized, grotesque figure 
Santa Claus get the eye, while the well-arranged display does the rest. 
below shows another cutlery window of the same 


of 
The illustration 
firm in which the use of leaves and 
lattice serve to add distinction 
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By GEORGE M. SANGSTER, JR. 


long been a thing of the past 
and Babe Ruth and his com- 
panions have returned to their 
homes. The football season has sung 
its swan song, and pigskin and mole- 
skin alike have been stored away un- 
til another autumn rolls around. Win- 
ter is upon us; frost is in the air; 
snow has fallen in various sections 
of the country and ice is forming on 
pond and stream. The chilly days 
of the year are here and the athlete 
turns his attention to basketball, 
handball, gymnasium work and to 
outdoor pastimes, such as skating, 
snowshoeing, skiing and hunting. 
What is the hardware merchant 
doing to get this business and what 
steps can he take to get it? That is 
something that is occupying the mind 
of every retailer throughout the 
country who handles sporting goods. 


ca baseball season of 1922 has 








terest. 
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Stimulating the Sale of 
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Winter Sporting Goods 


Search the country over and you 
will find mighty few towns of 5000 
or over that do not support some 
form of winter sports. It may be 
basketball, hockey, toboganning or 
what not, but there is always some- 
thing that arouses community in- 
And in the smaller towns 
there are always hunters and trap- 
pers to be found. Taking it by and 
large, there are few towns in which 
the lure of winter sports does not 
keep the hardware merchant’s cash 
register tinkling merrily. 


Go After This Business 


You can’t sit back comfortably and 
wait for this business te come to you, 
however. Some of it will un- 
doubtedly come your way, but if you 
want to ring up real sales the best 
thing to do is to go right out after 
them. Keep in close touch with the 


athletes and sportsmen of your com- 
munity and make the contact as per- 
sonal as possible. 

Get the names and addresses of 
the captains and managers of the 
basketball and hockey teams in your 
towns. Don’t stop there, but get 
right after them with literature, de- 
scribing the lines you sell and with 
personal letters of solicitation. If 
your town has a college, academy or 
high school in it, the thing to do is 
to get in touch with those in au- 
thority at the head of the athletic 
association. Get on personal and in- 
timate terms with the physical di- 
rectors of these institutions. They 
are the men who have a good deal to: 
say as to where the orders for equip- 
ment are placed. The same thing ap- 
plies to the local Y. M. C. A., for they 
use athletic equipment and must buy 
it from some one. Why not make that 





Both Christmas and the entire winter season are suggested in this display, which was trimmed by A. L. Clarke for the Jordan 
Hardware Co., Willimantic, Conn. 
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some one yourself? The business is 
yours if you go after it. 

If your community boasts of any 
athletic clubs, it might be well to 
join them. By so doing you will es- 
tablish what our detective friends 
call a “pipe line,” which should prove 
a source of information to you that 
will aid in increasing your sales of 
sporting goods. If possible, get on 
committees and help the organization 
all you can. It pays. 

Get a‘special mailing list for each 
and every type of sportsman and 
athlete, skaters, gymnasts, hunters, 
ete. Once you have this list, get busy 


on it and circularize these prospects. 
This classified list will save duplica- 
tion of effort and will also save your 
sales ammunition for the ones who 
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which they will be awarded. A bul- 
letin board recording the scores of 
local athletic contests and telling 
where good hunting may be found 
will also prove of interest to your 
customers. Think these ideas over 
and see how you can utilize them to 
your own advantage. You’ll find them 
well worth your while. 

Keep your sporting goods depart- 
ment clean, neat, attractive and in- 
teresting. Make it local headquar- 
ters for sportsmen. See to it that 
those who are in charge of the de- 
partment have more than a speaking 
knowledge of sports and athletics. A 
man who knows the names and 
records of athletes and of teams is 
an asset and this is particularly true 
when he has to deal with boys of the 





will be sure to be interested. If, 
for instance, you know that a man is 
a skating enthusiast and likes the out 
of doors, why not concentrate on his 
preferences ? 
Localize Your Displays 

And here’s another angle. You’ve 
heard the expression “human in- 
terest” in the newspapers, haven’t 
you? Why not introduce it into your 
sporting goods department? Local- 
ize your window displays, show pic- 
tures of the local teams, of local hunt- 
ters with the game they have shot, 
and build up your displays around 
them. This personal touch will 
arouse local interest without fail. 
And in this connection, why not put 
up prizes for local athletic events? 
And when you have these prizes, why 
not show them in your windows to- 
gether with show-cards telling what 
they are and the conditions under 


high school age. The average high 
school athlete is what might be 
termed an enthusiast on records and 
past performances, and when he finds 
some one who can converse with him 
on these subjects, you will find that 
he is not only a customer, but a 
friend as well. 

The accompanying illustrations 
give one an excellent idea of what 
may be done in the way of arrang- 
ing window displays of sporting 
goods used during the winter season. 
The illustration on the opposite page 
shows a window of the Jordan Hard- 
ware Co., Willimantic, Conn. This 
window, which was arranged by A. 
L. Clarke, breathes the spirit of win- 
ter and of Christmas as well. In 
each corner is an_ attractively 
trimmed Christmas tree and ranged 
at its foot are skates and like ar- 
ticles. Snowshoes and skiis are lean- 
ing against the trees while hockey 


5d 


sticks and other winter sporting 
goods are also to be seen. Three 
placques mounted on easels are also 
prominently featured. Two of these 
have bas reliefs of Santa Claus upon 
their faces and serve as a mounting 
for pocket knives and scissors. The 
third bears the legend “Useful 
Gifts” and serves as a background 
for a display of flashlights. 

The window shown on this page is 
from the store of the Roberts Hard- 
ware Co., Utica, N. Y., and is devoted 
primarily to a display of hunting es- 
sentials. The large mounted bear in 
the center of the window gets the 
eyes of the passersby, and once their 
attention has been gained they are 
sure to give careful attention to the 





balance of the display. Everything 

[THIS display of the Roberts 

Hardware Co., Utica, N. Y.. 
is sure to claim the attention 
of the man in the street 
The bear, the fox and the 
two owls add an unusuat 
touch which is sure to make 
people hesitate and investi- 

gate further 


a hunter needs is to be found in this 
display. 

One thing more. Don’t wait for 
the opening of a season before you 
begin your sales campaign. Antici- 
pate it, get your literature ready, 
have your window displays ready, 
and, in short, forestall competition 
by getting the jump on it. Don’t wait 
for your competitor to send over his 
shells before you begin operations. 
See to it that your own sales-barrage 
is laid down in the best manner pos- 
sible and then go over the top with 
your follow-ups, personal letters and 
personal calls until your objective has 
been reached. And once the objective 
has been reached and your sporting 
goods are selling, close every possible 
sale. Above all, see to it that you 
set your “zero hour” well in advance 
of the opening of the season. Do this 
and the D. S. C. of sporting goods 
sales will be yours. 








HRISTMAS, Santa Claus and 
* Toyland is the _ three-in-one 

holiday thought of every red- 
blooded kiddie as Dec. 25 ap- 
proaches. For weeks preceding the 
big day all juvenile mentality is con- 
centrated on the toys that are want- 
ed. H. W. Morse, a progressive 
hardware dealer of Meriden, Conn., 
remembers his own childhood weak- 
ness in this respect and knows that 
the child mind is the same in any 
day and generation. Mr. Morse fur- 
ther realizes that the real Santa 
Claus of to-day is the most progres- 
sive hardware dealer in the town. 
Toyland is this same dealer’s toy 
department. Christmas season is 
open season for bigger sales in which 
every dealer has an even chance. 

In Meriden the big holiday thought 
is “Morse, Hardware and Toyland.” 
The people of this town have been 
taught for the past seven years to 
think of Christmas, toys and the 
Morse store at the same time. They 
can’t help it. Each holiday season 
Mr. Morse gets up a printed broad- 
side in colors that measures 22 in. 
high and 16 in. across. At the top in 
glaring letters you find “Christmas 
Toys” and at the bottom you find for 
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a signature, ‘“Morse’s Toyland and 


Holiday Hardware Store.” Do you 
wonder that Mr. Morse has to devote 
his entire second floor to toys? 
During this season the Morse news- 
paper advertisements say, “Come to 
the Morse Toyland.” Five thousand 
or more broadsides, showing about 
sixty toy items, are sent about town. 
This sheet looks like an immense 
catalog. Pictures are shown with 
descriptions and prices per item. 


A Real Toyland 


Outside of the store a 3 ft. electric 
sign blazes away the one word, 
“Toys.” The Morse Toyland includes 
in its stock every known plaything 
that a child could desire. Talk about 
your holiday items, look at the 
supply of drums, fifes, dolls, bugles, 
games, bcoks, vehicles, mechanical 
toys, educational toys, stuffed wool 
animals, baby carriages, spelling 
boards, doll furniture, coaster wag- 
ons, toy furniture, hobby horses, 
play suits, swings, mouth organs and 
countless other playthings for the 
children. It really seems safe to say 
that if it is a toy, Morse has it. 

It has become an annual custom 
with this dealer to augment his toy 
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Hardware 
Santa 
Claus 


By CHARLES J. HEALE 







stecks early in November, and no 
secrecy is attached to the event. He 
lets it be well known throughout 
Meriden that he is preparing to sup- 
ply the town’s toy needs at Christ- 
mas with larger stocks and wider 
lines. “Toyland” is cleaned, dusted, 
rearranged and freshened up with 
new lines and attractive decorations. 

A large sign near the staircase in- 
forms everyone that “Toyland” is 
one flight up. The card is not only 
large and easily read, but is given at 
this season a decorative holiday 
touch that adds one more little sug- 
gestion of Christmas in the retail 
hardware store. 

Mr. Morse takes real personal in- 
terest in his toy department and 
never fails to invite a new customer 
to the second floor on a tour of in- 
spection. “Toyland,” as it is called, 
is well known to regular customers. 
At holiday time they are also re- 
minded of the complete stocks of 
toys on the second floor. Christmas 
toy business has always been large 
with this merchant. This year is ex- 
pected to surpass each of the seven 
previous holiday seasons, as the 
stocks are larger and greater pub- 
licity has-been given to the line. 
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Mr. Morse has found that children 
have little difficulty in getting their 
parents to visit the toy department. 
Every child that comes in the store 
takes a glance at the array of play- 
things, and it is not long before the 
same child returns with mother or 
father or perhaps both to help him 
pick out the desired Christmas pres- 
ents that Santa Claus must bring. 

This broadside idea covering a 
wide variety of playthings could 
easily be worked out by any progres- 
sive dealer at holiday time. People 
are particularly susceptible to holi- 
day buying appeal, and it is every 
parent and fond relative’s ambition 
to make the children in the family as 
happy as possible. And that means 
only one thing—“a big sale of toys,” 
for some one. It might just as well 
be you. 

A big point in the sale of juvenile 
vehicles for Christmas presents is 
brought out by Mr. Morse. He sug- 
gests that wherever possible space 








Gifts for all the family in wide variety are ready for your selection. You 
will find Christmas shopping a pleasure—especially if you will come early. 
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the tryout of autos, 
hand cars and kindred items. In 
buying such playthings parents 
often allow the child to pick out the 
exact vehicle he wants. If the kiddie 
can trundle along an aisle or open 
space in your toy department it will 
have twice the appeal of a mere dis- 
play. He has the desired car in ac- 
tion and he won’t relinquish without 
a promise that it will be one of his 
Christmas gifts. 


be made for 


A Strong Appeal 


Calling a sales department devoted 
to playthings the “Toyland” of the 
particular town is not original with 
Mr. Morse. In fact, it may be a 
fairly well-known practice among 
toy retailers. But there is no dis- 
puting the fact that it is a name 
that has a strong appeal that the 
buyer cannot deny. It even sug- 


gests fairyland, only it is much more 
tangible and one can almost approxi- 
mate the extent of its wonder. 


“Toy- 
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land” seems to be the proper place to 
purchase toys. Somehow or other 
it suggests to us that playthings 
must be given a real place under the 
sun. This cannot be a mere depart- 
ment among many—it is just ex- 


actly what it is called—“TOY- 
LAND.” 


There’s no copyright on the word 
and anyone can use it. It is a 
cheerful word without a hint of silli- 
ness. That is why it is successful. 
It is a comfortable thought to feel 
that you are going to “Toyland” for 
the Christmas gifts of that nature 
that you will give to your kiddies. 
How does it strike you? Pretty good, 
we'll wager; and remember that it 
will strike your many customers and 
prospects the same way providing 
you make it a real “Toyland.” That is 
really much more important than 
the name. Your assortment of stock 
and your display methods will be the 
final factors in creating the proper 
sales atmosphere. Get busy! 


Meri- 


and received a 


5 UPPOSE you lived in 
A 

den, Conn., 
civeular like this one. 


would be the first im- 


poster 
What 
pression? You would in one 
glance note “Christmas Gifts.” 


A splash display of many play- 


things, “Morse’s Toyland and 
Holiday Hardware Store.” These 
words in quotes fairly shout at 
you when you look at the broad- 


side. Morse puts over toys in a 
big way in Meriden because he 
uses big time methods like this 
piece of advertising. On the 
reverse side he has about sixty 
more items shown in the same 


way. 











NE of the most attractive de- 
QO partments of the modern 

hardware store is that devoted 
to china, glassware and _ kindred 
items. Such a department brightens 
up the store tremendously and has a 
peculiar fascination for the woman 
customer. It lends itself particu- 
larly to Christmas ideas, and can 
always be depended upon to main- 
tain its share of the gift business. 
To be at its best, this department 
needs a distinct section of its own 
with appropriate shelving, display 
tables and floor cases. 

The Brown-Rogers Co., Winston- 
Salem, N. C., has handled a depart- 
ment of this kind for several years, 
and the firm is very proud of both 
the display and. the profits derived 
from it. While glassware and china 
are the dominating notes of the de- 
partment, yet considerable display 
space is given to nickel-plated and 
silver-plated ware, fancy casseroles 
and glass baking-ware, brass and 
copper novelties. 
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Christmas Possibilities in 
China and Glassware 


Regular lines of table china are 
carried both in complete sets and in 
open stock patterns, and the depart- 
ment is regularly featured in the 
window displays. 


The Holiday Stimulus 


The holiday season naturally gives 
a big impetus to these lines, and acts 
as an advance agent for sales 
throughout the year. The employees 
of the Brown-Rogers Co. make it a 
point to get various members of the 
family interested in a certain pat- 
tern of china as a gift for mother, 
married sister or newly wed relative. 
It is pointed out that they can buy a 
part of a set from open stock and fill 
it in later when the gift question 
again arises. Children are encour- 
aged to give mother a dozen dinner 
plates, cups and saucers or lunch 
plates. Once the sale is made it 
leads surely to other sales which 
complete the set. The mailing list is 
used to good advantage, and form 
letters, post cards, circulars, etc., are 
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mailed out early in December, calling 
attention to the china, glass and nov- 
elty department and inviting inspec- 
tion. Often the telephone is used in 
presenting the department’s gift 
possibilities to good prospects. 

Similar tactics are used with re- 
gard to glass baking ware, the vari- 
ous members of the family being en- 
couraged to buy individual pieces 
which make up a set. Cut glass also 
merges into the plan, since the sale 
of one article of a certain pattern 
usually leads to other sales of the 
same design. 

Meanwhile the china and glass cus- 
tomers are given every opportunity 
to look over the displays of silver 
and nickel-plated goods and the vari- 
ous novelty lines. It is very doubtful 
if any department of the big Brown- 
Rogers store yields a better return 
during the holiday season than the 
one described. Certainly none is so 
productive of new customers, and 
new customers are very necessary in 
business these days. 
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When They Are 


in Doubt 
Sell Them 
Silverware 


in silver.” How often have 

you heard that remark 
made when there is a Christmas pres- 
ent to be made, and when there seems 
to be a difference of opinion as to 
what should be given? Usually when 
the above suggestion is offered the 
argument ceases, a compromise is 
made and “something in silver” is 
given to the invariable satisfaction of 
the recipient. 

Silverware, be it flatware or hollow 
ware, is particularly adaptable to 
Christmas gift purposes. Plated flat- 
ware, tea and coffee sets, trays, plat- 
ters, pitchers, vases, bowls and many 
other of these glittering articles will 
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Here is the silverware department of the Phillip Gross Hardware Co. 
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be sure to sell well at the festal sea- 
son of the year. The giving of gifts 
of silverware is also in direct accord 
with the present-day tendency to give 
presents of a useful nature. One 
thing can always be counted on when 
any of the above-mentioned articles 
is given and that is that it is sure 
to be appreciated and used. 

This line displayed in a window al- 
ways succeeds in catching the eyes 
of the passersby, and when you take 
a peep at the inside of the store you 
will always find people at the silver- 
ware counter. Last but not least it is 
a line particularly suited to the up- 
to-date, progressive hardware store 
of to-day. 





this line 


This store has been extremely successful in selling 
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This display sells 
silver for the Phil- 
lip Gross Hard- 
ware Co., Milwau- 
kee, Wis. 





Hardware stores the country over 
are beginning to feature displays of 
silverware at this time, and, in view 
of this fact, it would perhaps not be 
amiss to call attention to the illustra- 
tion that appears at the top of this 
page. This display was used by the 
Phillip Gross Hardware Co., of Mil- 
waukee, Wis., and from all reports 
served to increase sales in the silver- 
ware department. Sets of plated flat- 
ware are arranged symmetrically and 
the open spaces between these sets 
have been filled with artistically-de- 
signed individual pieces of hollow 
ware. The other illustration shows 
the silverware department of this 
firm. 
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ACK in the old days, when 
B flivvers were novelties and pos- 

session of a good driving horse 
was a mark of social prestige, no- 
body ever considered the family car 
as a possible candidate for holiday 
remembrance. As a matter of fact, 
there was no such thing as a family 
car. Automobiles were regarded as 
toys for the rich, to be roundly 
cursed by luckless pedestrians and 
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A Christmas Present for 
the Family Car 


By LLEw S. SouLE 


, 


mas seasons. “Henry” and “Lizzie’ 
are to-day as much members of the 
family as Bobbie and Mabel. Why 
not recognize the fact from a busi- 
ness standpoint? 


A New Angle to the Gift Fad 


Out of this family relationship 
there has grown up in the last few 
years the pretty little custom of giv- 
ing the family car something in the 


December 7, 1922 





chains, grease guns, radiator covers, 
shock absorbers, vulcanizing outfits, 
mats and steps for running boards 
and hundreds of other things. They 
even include an extra bumper or 
spotlight and often take in the equip- 
ment for camp and picnic. It is 
really surprising how many items of 
the hardware man’s auto accessories 
stock are admirably suited for 
Christmas gifts to the much loved 





haughty owners of skittish horses. 
In most cases the “‘new-fangled con- 
traption” didn’t even get holiday 
good wishes from either the family 
or the public at large. 

But the American people are pro- 
verbially fair minded, and it was not 
very long before we began to recog- 
nize a lot of good qualities in the 
erstwhile toy. Gradually it became 
a pleasure car, then a business neces- 
sity and finally a family favorite. 
To-day the fancy driving horse is 
almost a memory, while every family 
that can scrape together a moderate 
price, honks its way merrily over 
city streets and country roads. Once 
a summer vehicle only, now it hits a 
year-round pace and bids fair to take 
over the far-famed sleigh bells be- 
fore the advent of many more Christ- 





nature of a Christmas present when 


the holiday season rolls around. 
People have began in a small way to 
realize that a gift to the car is a 
gift to the whole family, since it 
adds to the pleasure and comfort of 
all. Where they formerly gave only 
some very simple little gift, they now 
go in for the bigger and better items 
—for many things that would other- 
wise perhaps never be purchased. 
And the variety of car presents— 
they range from a set of spark plugs 
to a lubricating system and from a 
cigar lighter to a spare wheel. They 
include lenses, spotlights, tool kits, 
jacks, flashlights and trouble lamps, 
timers, warning signals, stop signals, 
tow lines, pumps, tires, tubes, cur- 
tains, seat covers, fire extinguishers, 
springs, batteries, heaters, robes, tire 





If you want to give 
the car a Christmas 
present, you'll find 


plenty of sugges- 
tions in this win- 
dow of the Warner 
Hardware Co., Min- 
neapolis, Minn. The 
people in the Twin 
Cities regton find 
them anyhow 


family car. Why, I even know a 
family that is giving the car a new 
coat of paint for a present this year, 
and it’s not a bad gift at that. If 
there was ever a real opportunity to 
cash in on a popular pastime, the 
hardware man has it in the gift fad 
for the family car. 


Everything but the Car 


The firm of Morehouse & Wells, 
Decatur, IIl., has long recognized the 
gift angle of the family car. 

Recently this enterprising firm in- 
stalled a display which embodied the 
gift idea in an indirect way. A re- 
production of this display in your 
window, with the addition of a Santa 
Claus, a tree and a little holly, will 
build a lot of good holiday business 
for you. The central idea is particu- 
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Overything but the care 


AUTO ACCESSORIES 

















“Everything but the car’ 
is the stock, 


larly good. It consists of a large 
compo-board cut-out of a car, placed 
on a platform near the back of the 
window. Printed on the body is this 
sign, “Everything for the Car—Auto 
Accessories —the Most Complete 
Line in Illinois.” Around the cut- 
out are all varieties and kinds of ac- 
cessories, which are likewise shown 
on the floor of the window toward the 
front. In the two back corners are 
cleverly designed display stands on 
which are featured several especially 
interesting accessory items. With a 
few slight changes in the sign and 
the introduction of the Christmas at- 
mosphere what a wonderful holiday 
gift window this would be? 


Specialty Items as Gifts , 


Out in Oak Park, IIl., the Nicholas 
Hardware Co. likewise looks at the 
car as a gift recipient. The accessory 
windows of the firm are always note- 
worthy and never more so than at 
the holiday season. A _ noticeable 
feature of their displays is the con- 
stant use of those specialties which 





however, 


is the slogan of this auto accessory display of the Morehouse & Wells Co., 
that the presence of the car itself wouldn't surprise us 


are not a part of the car, and yet 
which go with it. Among such items 
featured are camp stoves and cook- 
ing utensils, grids, camp seats and 
cushions, thermos bottles, picnic 
sets, and even such articles as valises 
and traveling bags. Every year they 
sell hundreds of dollars’ worth of 
these specialties during the Christ- 
mas season and find them drawing 
cards for bigger and better year- 
round business. 


Variety of Car Needs 


Still another firm noted for its dis- 
plays and systems is the Warner 
Hardware Co., Minneapolis, Minn. 
During the holiday season the visitor 
at Warner’s is given every oppor- 
tunity to sense the accessories line 
from the gift standpoint. The store 
windows at this time usually stress 
the wide range of items suitable as 
gifts to the motor enthusiast. The 
window we reproduce reveals a typ- 
ical Warner trim of the variety type. 
Practically every gift item of the 
accessories stock is shown from the 


Decatur, Il. So complete 


tools, tires, steering wheels and simi- 
lar articles to portable refrigerators 
for car and camp shown at the ex- 
treme right. Try a window of this 
kind during the coming week, adding 
just enough of a Christmas touch to 
drive home the gift idea, and use a 
show card, reading, “Give a Present 
to the Car.” It will pay you well. 


A Hint From Long Island 


Only a day or two ago one of the 
HARDWARE AGE Editors happened to 
be in the little town of Jamaica, Long 
Island, and dropped in to see the 
James & Hawkins store. About the 
first man he met was Eddie Den- 
necke, the window trimmer and ad- 
vertising man. Eddie was busy on 
a Christmas window display with the 
family car as the central theme. He 
was fashioning backgrounds, writ- 
ing show cards and routing out the 
gift items of the accessories line. 
There wasn’t time to get a picture of 
his window for this story, but we 


hope to show it to our readers later. 


(Continued on page 92) 





All the incidentals and accessories that make a long motor trip more enjoyable may be found in this window of the Nicholas 


Hardware Co., Oak Park, Ill. 








ITH its November issue, The 

Hardware Salesman of Chi- 

cago ceased to exist as a sepa- 
rate publication. Its publishers have 
made arrangements with HARDWARR 
AGE to complete all of its unexpired 
subscriptions. 

The merging of these two hard- 
ware publications is an outgrowth of 
a meeting of hardware jobbers held 
at Chicago in September. At that 
meeting it was emphasized that the 
most important problem confronting 
the hardware industry to-day was to 
increase the effectiveness of the hard- 
ware retailer. 

This same subject was discussed 
in even more detail during the fol- 
lowing month when the hardware 
manufacturers and jobbers of the en- 
tire country held their annual con- 
ventions at Atlantic City, N. J., in 
the middle of October. During the 
convention sessions the thought was 
expressed repeatedly by speakers 
that the interests of all individual 
branches of the hardware industry 
were so inseparably intertwined it 
would be impossible to touch one 
without affecting all. 

As C. H. Casey, president of the 
National Retail Hardware Associa- 
tion, said speaking at the jobbers’ 
convention: “The interests of our 
association are practically the same 
as yours. If your organization pros- 
pers we prosper. If our organiza- 
tion as a whole prospers, you ag a 
natural consequence are bound to 
reap some benefit from it. I do not 
know of any two organizations 
whose interests run along such per- 
fectly parallel lines or who ought to 
be more interested in each other. 

“You fellows,” he added, “are 
handling merchandise in dozens and 
gross, tons and carloads, while the 
retail dealers take those items and 
split them up into singles and pairs, 
pounds and hundreds and pass them 
out to the consumer.” 

Austin H. Decatur in his annual 
address as president of the jobbers’ 


Christmas. 


that the customer is not always right. 
the retail counters are entitled to more credit and much more toler- 
ance than most of us are in the habit of giving them. 
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Hardware Age Absorbs The Hardware 
Salesman of Chicago 


association said: “We should im- 
press upon our traveling salesmen 
that our customers’ interests are also 
their interests, and that they should 
make every contribution to the re- 
tailers’ success.” 

In similar vein Isaac Black, presi- 
dent of the manufacturers’ associa- 
tion, declared: “We owe it to our- 
selves and to our business associates 
to co-operate in every way that is 
practicable with the jobbers and re- 
tailers.” 

The prestige of HARDWARE AGE as 
the leading merchandising and news 
publication in the hardware field 
places it in a position, by virtue of 
its editorial facilities, to supply the 
information most valuable to all 
branches of the industry. 

Appreciating this condition fully 
the publishers of The Hardware 
Salesman in the last issue of that 
publication made the following 
statement: 

“It is apparent that if the main 
need of a hardware salesman is for 
more merchandising information he 
should have access to the plans and 
methods used by successful retail 
merchants all over the country. He 
must get the habit of thinking as a 
retailer thinks. He must keep posted 
on the latest ideas in window dress- 
ing; in store management, in stag- 
ing special sales, in store advertising 
and in the hundred and one other 
things which constitute the success 
factors in retailing. 

“How is a hardware salesman to 
get this information? By talking to 
other salesmen and his own custom- 
ers? Yes. But that is not enough. 
He must reach out beyond the limited 
confines of his particular territory 
and find out what merchants are do- 
ing the country over. The Hard- 
ware Salesman was solely a publica- 
tion for keeping hardware salesmen 
informed as to what other hardware 
salesmen were doing. It is not 


within its province to lap over -into 
the general merchandising field. 


’ iaoel patience, nerves and physical endurance of salesmen and 

saleswomen will be sorely tried many times between now and 
If you are a proprietor or a store manager remember 
The men and women behind 
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“Inasmuch as there was already 
one publication, occupying a domi- 
nating position in that field, equipped 
with excellent editorial machinery 
and, through long years of contact, 
familiar with the retailer’s problems, 
it seemed to the publishers of The 
Hardware Salesman that they would 
be serving the best interests of the 
hardware jobber’s salesmen who sub- 
scribed to The Hardware Salesman, 
the jobbers who were sending the 
publication to their salesmen, and the 
manufacturers who were utilizing 
our advertising columns, to effect, if 
possible, a merger of the two publi- 
cations, so that our readers would 
get the benefits of the weekly mar- 
ket reports carried by the older 
paper as well as the strictly mer- 
chandising material gathered by a 
large staff of editors. 

“To that end, negotiations were 
opened with the publishers of HARp- 
WARE AGE—the publication referred 
to—which were concluded in Chicago 
on Nov. 14. 

“Under the terms of this agree- 
ment all subscribers to The Hard- 
ware Salesman, in good standing, 
will receive HARDWARE AGE every 
week in place of The Hardware Sales- 
man every month. They will con- 
tinue to receive it every week for 
the full unexpired term of their sub- 
scriptions. If you have recently re- 
newed your subscription to The 
Hardware Salesman, you will receive 
instead HARDWARE AGE for the unex- 
pired term ,without any extra cost 
whatever. The regular subscription 
price to HARDWARE AGE, as you 
probably know, is $3. In the event 
you are already a subscriber to 
HARDWARE AGE your subscription 
will be extended for the full unex- 
pired period of The Hardware Sales- 
man subscription. Thus, if you 
have six months to go on your sub- 
scription to The Hardware Salesman, 
your subscription to HARDWARE AGE. 
will be extended for six months.” 
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EDITORIAL 


More Than Our Conventions 


~“Y HRISTMAS means more than all our con- 

A ventions and sentiments, or the homage we 
render to memory and hope. 

Christmas is the Spirit of Aspiration mani- 
festing its presence. 

At other times it waits, with dreams for com- 
pany, in unexpected places. We come upon it 
unawares and pass it by without recognition. 
When we find ourselves in the company of 
dreams and children and natural greatness we 
sometimes meet it in disguise. 

Indeed, on this matter we may learn much 
from children. Their thoughts and actions are 
spontaneous and natural. When they are 
pleased they express themselves with joyous 
candor. 

When we elders at intervals lay aside the 
habiliments of circumspection and suspicion we 
regain something of that rapturous spontaneity 
and natural charm of childhood and then we, 
and all with whom we come in contact, are bet- 
ter for the change. 

Children show their appreciation of this mys- 
terious privilege of mortality by their sincere 
joyousness in living. 

But we elder mortals, with our emotions 
twisted by affectation, our vision dimmed from 
squinting too much at motives, our hearts cooled 
by experience and our faith poisoned by our 
negative skepticism of ourselves—we—elder 
mortals indeed—find as we grow older that life is 
too strongly flavored for our capacity, and so, 
we must needs dilute it with cynicism, or a manu- 
factured and saccharine sentimentality. 

Despite this or, perhaps, because of this, our 
instincts which are older than the race, impel us 
to worship Life at the temples of happiness. 
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COMMENT 


It is natural, therefore, to renew our faith in 
the possibilities of human aspiration. For that 
reason alone, Christmas will always be, so long 
as men shall tread the earth, and stand in mys- 
tery beneath the stars. 

* * * 


Anything that helps, even in the most in- 
finitesimal degree, to up-root a prejudice .in 
the human mind is an element of progress. 
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“Your Profits Depend on 
Your Help” 


HILE looking through the files for a miss- 

ing paper the other day we came upon a 

letter written some time ago by the secretary 

of a trade association in which he urged the 
members to attend an annual convention. 

“Above all else,” he wrote, “take your em- 
ployees with you to these meetings. Your profits 
depend on your help and the more education and 
inspiration they receive the more your business 
wi'! grow.” 

We trust we will not be misunderstood, espe- 
cially at this season of the year, when we suggest 
that there is a very timely message in the words 
of that old letter. In all fairness, no employer 
can reasonably expect, nor does he deserve, more 
from his employees than he actually gives to 
them. Life always insists on equal balances in 
the end. 

As the year draws to a close this is a matter 
that is entitled to unquibbling consideration. In 
the words of the old letter: “Your profits depend 
on your help.” 

What about yours? 

* * * 


Few men have ever outgrown their “sweet 
tooth” for lollipops of praise. 























economic army that we call 

mass production, which is con- 
tinually fighting for higher stand- 
ards of living, is the artillery of 
modern advertising thundering ever- 
lastingly at the barbed-wire en- 
tanglements of our common enemy, 
indifference. There would be no 
mass production and, perhaps, no 
standards of living worth fighting 
for to-day, if the shrapnel and the 
high-explosive shells of modern ad- 
vertising had not broken down the 
enemy’s resistance, and literally 
blasted a way through the impreg- 
nable indifference of centuries. 

Many important issues have been 
lost for want of publicity. Indeed, 
probably every man who reads this 
article can mention something in 
his own experience, or at least some- 
thing that he knows about, which has 
been wasted or made _ ineffectual 
simply because of the fact that not 
enough people knew about it. 

Of all merchants the hardware re- 
tailer, with the variety and extent 
of his stock, needs publicity of an 
aggressive and compelling nature, 
and yet at the same time publicity 
that has a distinctively human ap- 
peal. 

Many hardware merchants 
throughout the country will deliver 
Christmas packages to their cus- 
tomers during December. The de- 
livery of packages will constitute an 
important part of their holiday 
business. 

We, therefore suggest, for the 
sake of novelty, publicity and 
efficiency, that you utilize some of 
your window space for packages. A 
window display showing a discreet 
assortment of suitable Christmas 
gifts in the foreground of the win- 
dow, with the rear and possibly both 
sides devoted to packages and par- 


G economic a that huge, modern 
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Package Displays 
and Publicity 


cels, all tagged 
and addressed and 
partitioned off ac- 
cording to the date 
on which each group is to be deliv- 
ered, would serve the three purposes 
we have mentioned. It would be 
somewhat of a novelty. It would 
give publicity to your store, and it 
would assist you to keep your par- 
cels arranged according to the dates 
on which they are to be delivered to 
your customers. 

A large sign in the window ask- 
ing: “Are your Christmas packages 
ready for delivery?” would explain 
the purpose of the display. Cards in 
front of each group stating that 
“These are some of the packages we 
will deliver on Dec. 22,” or “These, 
and other packages in the store, will 
be delivered Dec. 20” would be more 
valuable as advertising than any- 
thing that could be printed or sent 
out through the mails. 
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By Charles Downes 


If the card in front of one of your 
partitions of packages stated that 
they would be delivered on Dec. 20, 
make it a point on that date to take 
out all of the packages in that par- 
tition, have them delivered, and leave 
the space in the window empty ex- 
cept for a large .card announcing 
that, “150 Packages Formerly in 
this Space Were Delivered To-day.” 
On the following day empty the next 
partition and put in a card. Take 
the card in the Dec. 20 section and 
print over it in big red letters ‘“‘De- 
livered Dec. 20.” 

A matter of this kind must neces- 
sarily be worked out individually by 
dealers, to meet the requirements in 
different localities. But it is prac- 
ticable and worth consideration and 
trial because it is recommended by 
novelty, publicity and efficiency, three 
of the foremost assistants that mod- 
ern merchandising has upon his 
staff. 
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Electrical Goods—A Real Holiday Line 





Suggestions 


for Duletide 
Sales of 


Useful Goods 


By M. E. Wyckorr 


The Churchill Hardware Co., 


ENJAMIN FRANKLIN in- 
B vented the first stove, so they 

say, but he also flew a kite in a 
rainstorm and discovered that light- 
ning was electricity. It is a question 
which has done the most for man- 
kind, stoves or electricity, and it 
would be interesting to know what 
Franklin would say if he could see 
one of the modern electric stoves. 

When Washington spent that mem- 
orable winter with his small army at 
Valley Forge what a boon electricity 
would have been to him if he had had 
access to the modern electrical ap- 
pliances? Many Christmas seasons 
have come and gone since the Declar- 
ation of Independence and the world 
has changed its complexion many 
times, but in every Christian land 
there is always that same mellow 
feeling around Christmas time. 

The giving of gifts at this season 
was believed to have been started 
when the Three Wise Men took their 
choicest possessions as gifts and fol- 
lowed the star to their new born 
King. Through many hundreds of 
years this practice has been followed 
and the chief desire is to give gifts 
of real use and value. 

Modern living requires more neces- 
sities than that of earlier days. Peo- 
ple are extremely practical and they 
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of Galesburg, Ill. features a wide variety of electrical items, as 


may be seen by this illustration 


want to give things that will be a 
lasting remembrance because of 
their efficiency and usefulness. Elec- 
trical merchandise seems to fill the 
bill to perfection. In fact there are 
few lines that offer the possibilities 
for Christmas gifts that are found 
in electrical goods. These lines have 
helped give the modern hardware 
store its air of distinction. They 
represent some of the finest art of 
the day and also embody the latest 
inventions of the age. 


Emphasizing the Merchandise 


Notice the fine display case used by 
the Skandia Hardware Co., Rockford, 
Ill. In the center portion of every 
other case a large mirror is used as 
a back ground. The electric light 
shows off the merchandise to great 
advantage. The cases are all lighted 
and the entire display is one of dazzl- 
ing attractiveness, which is enough 
to attract any customer. These cases 
also contain other merchandise that 
is closely allied to electrical lines and 
which make acceptable gifts. The ar- 
rangement is one that would pay any 
hardware man to study and the size 
of the stock illustrated shows what 
the Skandia Hardware Co., thinks of 
electrical goods. 

The illustration from the Churchill 
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Hardware Co., Galesburg, IIl., is an- 
other example of efficient display of 
these goods. The display case is at 
the front of the store as it is in the 
case of the Skandia Hardware Co. 
The top shelf of the Churchill show 
case is filled with flashlights which 
have a good all year ’round sale in 
every hardware store. The other 
shelves are filled with electrical ap- 
pliances such as toasters, grills, hot 
plates and broilers. The top of the 
case makes a fine place to show elec- 
troliers and the firm does quite a 
business in these lines. In fact, elec- 
trical goods of all kinds receive care- 
ful consideration. They have tables 
for the display of electrical parts and 
the placing of these tables on the 
floor, where they can be seen by 
everybody who enters the store, runs 
the sales into very profitable figures. 


Competition Helps Sales 


Electric shops do not exist in the 
ordinary town, and even when they 
are to be found in larger towns and 
cities the leading hardware stores 
consider their electrical departments 
as prize money makers and everlast- 
ing trade getters. It seems the more 
competition a hardware merchant 
has in this line, the better will be his 
stock and his sales. 


209 BE We yey JI, 
Ve ye ye ye pe yey 


PE osergerge IVI ergange 











The sale of a toaster or a grill 
should mean an additional sale of 
wire, plugs, sockets and many other 
items. The sale of one electrical item 
seems to start a string of sales that 
never has an ending. There are few 
lines in which one item leads on to 
another as in electrical goods. 


Labor-Saving Devices 


Electrical appliances have light- 
ened the labors of the home. If you 
don’t think so, hark back to your 
grandmother’s days. Monday and 
Fuesday were washing and ironing 
days, and Friday and Saturday were 
for house cleaning and beating the 
rugs. A lot of time was lost in cook- 
ing, washing the dishes and other 
household chores. To-day the up-to- 
date housekeeper’s washing is done 
before Monday noon. Electric irons 
speed Tuesday’s drudgery into a 


Gifts of utility, gifts of utility— 
Always are welcome whenever re- 
ceived; 
Gifts that wear long and well; 
Gifts of which people tell, 
Thanking the giver for having con- 
ceived. 
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couple of short hours. Meals are pre- 
pared rapidly with the aid of elec- 
trical conveniences. Dishes are 
washed by electricity and vacuum 
cleaners make short work of the dust 
and dirt. These helps have brought 
about better conditions in the home 
and add to the pleasures and interest 
of life. 

The hardware store is headquart- 
ers for all of this merchandise. Peo- 
ple are more interested in these lines 
than ever. Sales have doubled and 
trebled in the last few years. If a 
hardware dealer does not sell elec- 
trical appliances it is usually because 
he has failed to properly display and 
push them. Now is the time to get 
this line out where it can be seen. 


Improving the Store’s Appearance 


Your store takes on an improved 
appearance from electrical merchan- 





The Gift of Gifts 


By William Ludlum 


Gifts of utility, gifts of utility— 
Better than brilliants whose use is 
but—show; 
Gifts that serve every day, 
Workday or holiday; 
Gifts that are useful and—yours to 
bestow. 
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Just a _ corner 
of the electrical 
section of the 
Skandia Hard- 
ware Co. Rock- 
ford, Ill. A large 
the 
back of the case 
serves to call at- 
tention to the 
merchandise dis- 
played 











mirror at 









dise. It attracts people to it and 
sales are easy. Window displays of 
electrical goods are very effective and 
produce splendid results. Newspaper 
advertising pays big returns and cir- 
culars in packages and through the 
mail bring in inquiries that would 
otherwise not be developed. 

Get the Christmas spirit in your 
store. Make it an electrical Christ- 
mas in every home. Electrical gifts 
are “gifts of utility.” One of the 
prize gifts for the housewife this 
Christmas is some electrical appli- 
ance in the shape of a vacuum 
cleaner, toaster, grill or perhaps an 
electric washing machine or dish 
washer. Remember electrical goods 
start sales that last all year. Start 
the new year with your holiday elec- 
trical goods sales. Next year you 
will double your sales in this worth 
while line. 


Gifts of utility, gifts of utility— 
Gifts—in which beauty and useful- 
ness share; 
Gifts—nobt to feast the eyes, 
But gifts—to utilize; 
Gifts—in which service lies; gifts of 
HARDWARE. 
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Tools and Tool Chests 
Make Ideal Presents 
for the Man Who Is 

Mechanically Inclined-— 


Some Sales Suggestions 





That has become an almost uni- 

versal plea. Remember your 
friends at Christmas time but give 
them presents that are useful and not 
merely ornamental. There has been 
for several years a growing move- 
ment to make intelligent gift selec- 
tions. Who carries more practical 
gift lines than the modern retail 
hardware dealer? No one. And what 
line among his many can be used to 
more practical purposes than hand 
tools? None. And hand tools are 
found in a wide variety in every 
hardware store. 

Every customer that patronizes 
your store regularly has among his 
list of friends to be remembered two 
or three mechanics. Men who earn 


Pitiat has i gifts for everybody! 


their living by the skilled use of hand 
tools, are men who love their tools 
as the musician loves his violin. 





To the mechanic friend no gift in the 
world would be as welcome as a new 
ball-bearing drill, a brace of high- 
grade hand saws or a set of well- bal- 
anced hammers. A _ good set of 
chisels would be very acceptable and 
so would a new block plane. Tools of 
precision become a hobby with good 
mechanics, and if you have custom- 
ers with three or four mechanical 
men to remember advise strongly the 
presentation of some such hand tool. 

The average man who works with 
tools gives his equipment the best of 
attention with the exception of the 
case or box in which he carries them. 
This container is sure to be due 
for replacement. The hardware dealer 
can offer the Christmas trade a fine 
selection of tool cases in the various 
popular models. And the lucky re- 
cipient would be as pleased as a child 
with a new toy. 
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Hand Tools Make 
Practical Gifts 


for 


Yuletide 









Many manufacturers make up spe- 
cial Christmas tool assortments for 
the holiday gift trade. Some of these 
assortments are put up in chests 
while others are offered in special 
holly-trimmed boxes. Either arrange- 
ment is satisfactory, though, as a 
matter of fact, the wise dealer should 
be prepared to take care of either 
preference, for some people would 
undoubtedly feel unable to spend the 
extra amount for the chest, which of 
course must be reckoned in the sell- 
ing cost. 


A Notable Tool Display 


The firm of Banister & Pollard, 
Newark, N. J., makes up holiday tool 
assortments of its own selecting the 
various items from several of the 
leading lines that every mechanic 
knows. In the window display 
shown with this story there are two 
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of this firm’s suggested sets offered 
at a special Christmas price. In addi- 
tion to this each tool is also priced 
separately. The little show-cards ex- 
plain that the purchase of the com- 
plete set saves money. The assort- 
ments are mounted on display boards 
covered with decorative crepe paper 
in holiday colors. 

This display also includes many 
other very practical gifts for this sea- 
son of the year but the dominating 
feature of the window are the tool 
lines for Christmas gifts to the prac- 
tical man. Every home regardless of 
its size requires a certain assort- 
ment of tools, particularly a hammer, 
saw, plane, three screw drivers, 
chisel and a few wrenches. A dealer 
might do well to make up a special 
household tool set for a Christmas 
gift to the home or the housewife. Of 
course it would not be as personal a 
gift to housewife as it would be to 
the mechanic or the handy man of the 
house. 


Helping the Home Mechanic 


The last thought brings out an- 
other idea. Every family boasts of at 


E. all have those among our 
acquaintances who never 
seem to see or know anything new, 
but how soon you tire of them. 
There is no enthusiasm for the 
town when there is nothing new. 
The traveling men soon spot it as 
a dead one, and that is their com- 
ment when one inquires about it.. 

The best hotel that was ever built 
soon becomes unattractive unless 
there is a constant study to keep it 
fresh, to keep it up-to-date, to keep 
it new. 

Women will soon get tired of any 
shopping district unless the stock 
is changed, the window displays are 
changed. 

The most successful play that 
was ever put on the American stage 
owes its successful run to the fact 
that it was never allowed to go a 
week without a change of some 
kind or other. 

It is perfectly amazing how much 
there is to change in what seems at 
first to be perfect, but careful watch- 
ing, with every day of activity, trains 
the eye and the mind to take advan- 
tage of situations that ultimately 
show where changes are not only 
possible but are actually necessary 
to success. 

In no line of commercial activity 


is the necessity for changing 
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least one man with mechanical ten- 
dencies, often undeveloped. This one 
man (sometimes a young boy) is 
called upon to fix bells, lights, toast- 
ers, table legs, chair rungs and count- 
less other household equipment that 
becomes broken or out of adjustment. 
Such a person would be flattered and 
greatly pleased to be given a real 
honest-to-goodness set of hand tools 
in a neat chest. 

The more you think of tools as 
Christmas gifts the more enthusi- 
astic you will get on the subject. For 
search where you will you cannot find 
a line of goods anywhere so practi- 
cal, offered in so many varieties, 
models and prices. You can give a 
single piece, a special assortment, a 
stock chest, or you can make up your 
own set in accordance with your in- 
dividual whims and tastes. 


A Gift Suggestion Window 


Last Christmas Ludlow & Squier, 
also of Newark, N. J., put in a 
remarkably fine gift suggestion 
window featuring tools exclusively. 
Mr. Morrow, the window trimmer, 
mounted a wide selection of breast 


greater than it is with the retail 
merchant who depends upon the 
passing public and advertising. 
The best play ever written sel- 
dom interests people after they 
have seen it once, and you will no- 
tice they seem to be working all the 
time making changes, improving 
and brightening up the best thea- 
ters. 
Railroads lines 


and steamship 


Suggested Gifts 


HRISTMAS season offers the 
hardware dealer an unusual 
opportunity for introducing new 
lines not carried before. It enables 
him to make a quick turnover of 
larger stocks. Holiday time window 
displays can be made doubly attrac- 
tive by the use of colored decoration. 
People generally are in a buying 
mood. To augment these natural 
factors it behooves the dealer to do 
something a little different in mer- 
chandising his goods. 

A holiday booklet with the deal- 
er’s name would help greatly. This 
book could be divided into two main 
sections. One to show a classified 
list of gifts for the various members 
of the family. The other half could 
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and hand drills, accompanied by 
price cards on display panels. These 
were for the foreground. In the rear 
a complete carpenter’s bench was 
shown with a full score of the needed 
tools, while two or three cases and 
made-up sets were also on view. 
This display was ornamented with 
maple leaves pinned to white panels 
and a decorative placard reading 
“Gift Suggestions.” The person who 
looked at this window was sure to 
get an idea for a practical Christ- 
mas present for the mechanical 
friends he had on his gift list. 
Feature This Line 

Try a good, holiday, tool window 
display ; hammer on the line through 
your local newspaper; advocate sen- 
sible gifts and bring your line of 
tools to the front. You will solve 
the heavy gift problem for many 
people and will at the same time 
swell the profits of your tool depart- 
ment. 

Don’t wait until the last minute 
to start featuring this line. Start 
now and get the business of the early 
shoppers. 


Get Something Different 


that ever become successful are 
constantly seeking for a means of 
improving their service and add- 
ing comforts for the passenger. 

Too many merchants permit 
themselves to be content with the 
old condition of affairs. It is never 
safe, especially with those who em- 
ploy advertising. It should be 
changed and changed very often.— 
Business Chat. 


for the Family 


be printed up in memo book form 
with space to make out the cus- 
tomer’s list of friends to be remem- 
bered. Alongside of each name a 
memo of an appropriate gift. These 
books should be given wide circula- 
tion throughout the district covered 
by the store. 

In addition to the booklet a win- 
dow poster in colors would attract 
attention and be another reminder 
that the hardware store is the ideal 
place to purchase useful gifts for all 
members of the family. On the in- 
sert facing this page HARDWARE AGE 
offers a design and layout for such 
a poster, which hung conspicuously 
in the window, would sell many of 
the items listed. 





























Hardware Ba 


Vother 


ELECTRIC WARMING PADS 
ELECTRIC TOASTERS 
ELECTRIC GRILLS 
ELECTRIC PERCOLATORS 
ELECTRIC IRONS 

VACUUM CLEANERS 
WASHING MACHINES 
BOUDOIR LAMPS 

TABLE LAMPS 
ENAMELED WARE 


FOOD CHOPPERS 
KITCHEN SETS 
KITCHEN CABINETS 
GLASS BAKING WARE 
SHEARS 

SCISSORS 

ELECTRIC HEATERS 
MEASURING TAPES 
IMMERSION HEATERS 
VACUUM BOTTLES 
BATHROOM FIXTURES 
RANGES 

FIRELESS COOKERS 
CAKE MIXERS 


TALKING MACHINES 
CHAFING DISHES 
CHINA SETS 

COFFEE SETS 

TEA SETS 
HOLLOW-WAR 

KITCHEN NECESSITIES 


CASSEROLES 

FIRE LOGS 

ANDIRONS 

CUT GLASS 

TRAVELING BAGS 
MANTEL CLOCKS 
ELECTRIC CURLING IRONS 
TABLEWARE 

ELECTRIC FANS 

OIL HEATERS 

MANICURE SETS 
HOUSEHOLD THERMOMETERS 
COOKING THERMOMETERS 
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Sister 
CHAFING DISHES 
ELECTRIC TOASTERS 
BOUDOIR LAMPS 
WARMING PADS 
FOUNTAIN PENS 
CLUTCH PENCILS 
DESK LAMPS 
FLOOR LAMPS 
SHEARS 
SCISSORS 
VACUUM BOTTLES 
ICE SKATES 
TENNIS GOODS 
BASKETBALL GOODS 
MEASURING TAPES 
IMMERSION HEATERS 
TEA SETS 
CAMERAS 
ALARM CLOCKS 
GOLF GOODS 
SKIIS 
BICYCLES 
ELECTRIC CURLING IRONS 
TRAVELING IRONS 
TALKING MACHINES AND 

RECORDS 

MANICURE SETS 
HOCKEY STICKS 
SNOWSHOES 
CANOES 


STOP LIGHTS 
SPOT LIGHTS 








PARKING LIGHTS 
REAR-VIEW MIRRORS 
SPARK PLUG SETS 
TIRES AND TUBES 
JACKS 

FOOT RAILS 

PEDAL PADS 

TIRE GAGES 


RADIATOR COVERS 
CIGAR LIGHTERS 

CAR HEATERS 
RADIATOR COVER LOCKS 


CAPS 


ORNAMENTAL RADIATOR 
STEP MATS 

TIRE LOCKS 
WINDSHIELD VISORS 
WINDSHIELD WIPERS 


BLACKBOARDS 
DESKS 

DESK CHAIRS 
ROCKERS 

MOVING PICTURE MACHINES 
COASTER WAGONS 
PLAY SUITS 
WHEELBARROWS 
DOLLS 

DOLL FURNITURE 
JUVENILE VEHICLES 
SCOOTERS 

HAND CARS 

SWINGS 

CROQUET SETS 

TOY BOOKS 
BALLOONS 

TOY TALKING MACHINES 
WATCHES 

ORUMS 

FIFES 

MECHANICAL TOYS 
EDUCATIONAL TOYS 
KITES 

SCHOOL BAGS 
FOUNTAIN PENS 
ELECTRIC MOTORS 
CLUTCH PENCILS 


forthe F 


WINDSHIELD 
WATER BAGS 
IGNITION TES 
CAMP AND PIqd 
MENT 
LUBRICATING 
SPARE TIRE C 
GREASE GUN 
RADIATOR TH 
COLD PATCH ¢ 


if 
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GARAGE HEATERS STEP PLATES HANDY VULCA 
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ACKBOARDS 

SKS 

SK CHAIRS 
KERS 


ASTER WAGONS 
AY SUITS 
EELBARROWS 
LLS 

LL FURNITURE 
ENILE VEHICLES 
DOTERS 

ND CARS 

INGS 

OQUET SETS 

Y BOOKS 
LLOONS 


ATCHES 

UMS 

ES 

CHANICAL TOYS 
DUCATIONAL TOYS 
TES 

HOOL BAGS 
DUNTAIN PENS 
ECTRIC MOTORS 
UTCH PENCILS 


VING PICTURE MACHINES 


Y TALKING MACHINES 


/ he K iddies 


CHECKER BOARDS 
GAMES 

RADIO SETS 

TOY DISHES 

DOLL CARRIAGES 
PAINTING BOOKS 
WOOL ANIMALS 
PLAYROOM FURNITURE 
ROLLER SKATES 
JUMPING ROPES 
CHEMICAL SETS 
CONSTRUCTION SETS 
BLOCKS 

TOY TRAINS 

CAMERAS 
FLASHLIGHTS 

STEAM ENGINES 

TOY SEWING MACHINES 
TOOL CHESTS 
JUVENILE SPORTING GOODS 
SLEDS 

TOBOGGANS 

SKIIS 

BOY SCOUT OUTFITS 
GIRL SCOUT OUTFITS 
BICYCLES 

AIR RIFLES 

ICE SKATES 


Brother 


FOOTBALL GOODS 

BASEBALL GOODS 

TENNIS GOODS 

CAMPING EQUIPMENT 
GUNS 


SHAVING REQUISITES 
POCKET CUTLERY 
VACUUM BOTTLES 
HAND TOOLS 
TOOL CHESTS 
WATCHES 

DESK CLOCKS 
DESK LIGHTS 
FLASHLIGHTS 

ICE SKATES 
GAME TRAPS 
HUNTING COATS 
HUNTING BOOTS 
HUNTING CAPS 
GAME BAGS 
FOUNTAIN PENS 
CLUTCH PENCILS 
CAMERAS 
COMPASSES 
GAMES 

BOXING GLOVES 
FISHING TACKLE 
FISHING RODS 
RAZORS 

POCKET TOOL KITS 
GOLF GOODS 
SKIIS 

BICYCLES 

DOG COLLARS 
CANOES 

TACKLE BOXES 
GUN CASES 

FISH BASKETS 
HOCKEY STICKS 
ICE SKATES SHARPENERS 
RADIO SETS 
SNOWSHOES 


For the Family Car. 


OVERS WINDSHIELD WINGS BLOW OUT PATCHES SPRING LEAF COVERS 
ERS WATER BAGS IGNITION LOCKS COLLAPSIBLE BUCKETS 
RS IGNITION TESTERS TOOL KITS SET OF HUB CAPS 
OVER LOCKS CAMP AND PICNIC EQUIP. TIRE TOOLS LUGGAGE CARRIERS 
MENT RIM TOOLS FIRE EXTINGUISHERS 
L RADIATOR LUBRICATING SYSTEM WARNING SIGNALS STEERING WHEEL LOCKS 
SPARE TIRE COVERS VALVE LIFTERS LAP ROBES 

GREASE GUN FUEL LOCKS DASH BOARD CLOCKS 

P VISORS RADIATOR THERMOMETERS AUXILIARY TANKS LAMP LENS 

D WIPERS COLD PATCH OUTFITS TRANSMISSION LOCKS CHAINS 

Ss HANDY VULCANIZING KITS TOWING LINES SPARE TIRE CARRIERS 
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Father 


POCKET KNIVES 
HAND TOOLS 

TOOL CHESTS 
SMOKING STANDS 
SHAVING EQUIPMENT 
DRIVING GLOVES 
ICE SKATES 
CARVING SETS 
HAIR CLIPPERS 
VACUUM CARAFES 
DESK LAMPS 
READING LAMPS 
WATCHES 

CLOCKS 

ICE CREEPERS 
HUMIDORS 

SHOT GUNS 

RIFLES 

GAME TRAPS 
FLASHLIGHTS 
FISHING RODS 
FISHING TACKLE 
ELECTRIC FANS 
REVOLVERS 

GAME BAGS 
HUNTING COATS 
HUNTING BOOTS 
TOOL GRINDERS 
FOUNTAIN PENS 
CLUTCH PENCILS 
AMMUNITION 

ASH TRAYS 

CARD TABLES 
COMPASSES 
THERMOMETERS 
TRAVELING BAGS 
GOLFER’S EQUIPMENT 
TENNIS EQUIPMENT 
WHISKBROOMS 
SHOE BOXES 
ALCOHOL STOVES 
PENCIL SHARPENERS 
BRIEF CASES 
POCKET TOOL KITS 
GUN CASES 
TACKLE BOXES 
FISH BASKETS 
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Now Is the Time to Push Dales of 


Fountain Bens and Pencils 


HE evolution of merchandise, of 
which hardware is a large part, 
followed closely the evolution 

of the human race. Hardware has 
changed and evolved much as Darwin 
says the human race did, the differ- 
ence being that the big changes and 
evolutions in hardware have all oc- 
curred within the last century. Hard- 
ware stores have always sold razors 
and when the new safety types came 
on the market they were the first to 
sell them. Hardware stores have 
always sold pencils, starting in the 
old day when pieces of soapstone 
were used to mark on slate. Later, 
the wooden pencil came into use and 
the carpenters devised their own flat 
kind, which the hardware store fur- 
nished. The sale of the ordinary 
round type of pencil in the hardware 
store is considerable each year and 
hardware jobbers have found it well 
worth their while to put out several 
styles and kinds under their own 
trade names. 


Fountain Pens and Pencils Enter Field 
Then came the fountain pen, which 
took a number of years to perfect. 


As the product became better it was 
found that more hardware stores 


took up the line and then when the 
mechanical lead pencil made its ap- 
pearance it was also taken up by the 
trade. 

When a merchant puts in the line, 
price and profit should not be the 
sole factors considered. They must 
represent the same quality that other 
lines in the hardware store repre- 
sent. 

Gifts and Necessities 


There are many items in the hard- 
ware store that belong intimately to 
the customer, such as razors, shaving 
brushes, soaps, safety razors, razor 
blades, creams and lotions, strops, 
hones, manicure sets, pocket knives 
and other items of cutlery. To these 
lines the fountain pens and pencils 
can easily be added. A great many 
dealers group all of these personal 
items near each other, and many of 
them have included cameras and films 
as well, so the entire group makes a 
very desirable little department of 
personal necessities and gifts. They 
help establish a close personal rela- 
tionship between the dealer and the 
customer. 

Pens and pencils are business, 
school and vacation necessities. The 


sale of them in the hardware store 
brings the dealer into at least three 
different fields of activity. Business 
men come to the hardware store for 
pencils and pens; school children get 
their supplies there and the vacation- 
ist needs many other items of hard- 
ware. It may be a camera, some 
films, sporting goods or some of the 
other countless articles carried by 
the hardware store, which includes 
ammunition, guns, fishing tackle, 
golf goods, etc. The school children 
are potential customers for nearly 
everything in the store. They are 
heavy buyers of sporting goods of all 
kinds. The business man or the 
housewife who comes for pens and 
pencils is a potential customer for 
everything in the hardware store 
from stoves to tacks. 


These Lines Pull Business 


At the same time there is a good 
profit in these lines. There is an 
ample discount and the merchant can 
mark up the articles at from 50 to 60 
per cent above the invoice price 
which ought to pay well for handling. 
They are also among the best draw- 
ing cards for gifts of any kinds, and 
go well during the entire year as 
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birthday presents, graduation gifts, 
ete. 

There is another feature that keeps 
the people coming into the store and 
that is the sale of leads. Regardless 
of what kind of a mechanical pencil 
a man may have he continually buys 
lead for it. These leads are uniform 
in size and a display card of these 
leads on the “personal goods coun- 
ter” will keep a lot of people coming 
into the store who will be buying 
other items of hardware. Pencils 
and pens are often lost and the re- 
placement feature is well worth con- 
sidering. Some people said the field 


Buck Up 


HEN the asbestos curtain fell 

on the final act of the rail- 

road and the coal strikes, the com- 
edy of errors ended. 

The present bill is more attrac- 
tive. We now have a good program 
for National Prosperity and will all 
enjoy the change. 

True, all situations are not satis- 
factory; neither will all situations 
in the future be all right, all the 
time. Something must help to hold 
us back, else this country would be 
unmanagable with its prosperity. 

Here is my candid belief: We are 
approaching a season of unprece- 
dented prosperity. 

The rapid resumption of trans- 
portation—the 60,000 miles of clear 
track is a tremendously important 
item, and here is your proof: We 
are daily loading more cars than 
ever before. Things are moving. 

And as for coal, they are cer- 
tainly loading this carbon into cars 
to beat the band. 

Everywhere confidence in the fu- 
ture is a conspicuous feature and 
reflects in our broadening activities 
and gathering strength. 

I have always maintained that we 
are materially much better off than 
we have been mentally. 

For the fourth time in our his- 
tory we have produced a three-bil- 
lion bushel corn crop. 

We have cut the greatest crop of 
hay since America was an Indian 
Reservation. 


Our two wheat crops are about 
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would be saturated with pens and 


pencils in a few years. They made 
a grave mistake, and it is doubtful if 
it would ever be possible to reach this 
point of saturation any more than it 
would be possible to saturate the 
market with hammers or hatchets. 


Display Counters 


Morehouse & Wells Co., Decatur, 
Ill., have a “personal goods counter” 
just at the entrance of the store. It 
is the first thing a customer sees. 
On top of the show case are two small 
display cases, one for pens and the 
other for pencils. The show case it- 


for Better Times 


up to the average of the last five 
years. This means some wheat. 

The general results of the sea- 
son’s farming activities are as good 
as the best on record. The 6,- 
000,000 farmers will receive for 
their crops approximately $5,708,- 
000,000. This means the rural 
population will buy and can pay. 
What an optimistic situation. 

The automobile manufacturers 
predict a scarcity of new machines 
for next year. They claim that in 
1923 the auto business will be the 
biggest in the experience of the in- 
dustry. One manufacturer says 
there will be 2,500,000 motor ve- 
hicles sold, which is 500,000 more 
than this year’s estimate. 

The first seven months of 1922 
produced in cars and trucks more 
than the total year of 1921, giving 
employment to 2,500,000 people. 

The silk, wool and cotton trade is 
much better—decidedly improved. 

And here is an item that will 
make you feel better. The air-brake 
business is doing more than in 
thirty years. The demand for air- 
brake equipment is such as to make 
a night force necessary. The wheels 
are moving. 

Iron and steel—both good and 
both improving. 

Millions more of life insurance 
money is going to the farmers and 
loans for new building purposes. 

The bicycle business will in- 
crease fourfold this year. Again 
we are getting on wheels and mov- 
ing. 
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self contains suggestions of other 
“personal” items and the cases down 
the aisle have larger and more com- 
plete displays of the merchandise 
mentioned earlier in this article. 
The logical place for this “personal 
goods counter” is at the front of the 
store. Let the little sales lead to 
larger ones. The evolution of a sale 
of a small package of leads or a pack- 
age of razor blades may lead to a 
good deal on a washing machine or a 
stove, provided, of course, the sales- 
man knows that one sale leads to 
another, and makes use of his knowl- 
edge. 


Are Here 


Prices on hardwoods are excep- 
tionally firm and advancing, due to 
the demand. 

Mexico is producing less oil, and 
this country more oil, than ever be- 
fore. The daily average is 225,000 
bbls. ahead of last year, or 64 per 
cent of the total oil production of 
the world. 

And here is an item from another 
slant. There is a decided improve- 
ment in the diamond trade. 

Business in the electrical indus- 
try continues to increase. 

One manufacturer predicts a 
dearth of certain kinds of merchan- 
dise as a result of the prolonged 
strike of the textile mills. 

Post-office receipts are bounding 
high. 

Many industries are introducing 
the idea of individual workers sav- 
ing their money, and this is thrift, 
the natural outcome of the Liberty 
Bond plan. 

The Postal Savings deposits are 
now much more. People are not 
only in position to spend more, but 
they are saving more. 

In the first six months of this 
year there were 6348 sales of real 
estate in San Francisco, and all 
over the West there is a general 
real-estate interest, activity or 
boom. 

Copper sales show the largest for 
any one quarter. 

This is a part of our local or na- 
tional situation—The Silent Part- 

ner. 
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Whp Not Hold a Bolder Sale? 


holder is like a girl without a 

garter. Both need support- 
ers. Stretching the thought a little 
further, a hardware store without 
Christmas tree holders will lose 
sales. 

Anticipating this more or less di- 
rectly many dealers put Christmas 
tree holders in the corners of their 
windows and let it go at that. Win- 
dow displays that feature cutlery, 
electrical specialties, tools, and vari- 
ous types of assorted gifts are more 
or less common all over the country. 

We are not advocating a special 
window trim of tree holders alone. 
It would not hold attention long un- 
less it was particularly distinctive. 
But, of course, for that matter no 
window will. 

What we would like to suggest, 
however, with appropriate humility, 
in the name of progressive merchan- 


A CHRISTMAS tree without a 


dising, is the value of displaying tree 
holders whenever and wherever pos- 
sible. 

Some stores are so built that they 
have small display windows in the 
store vestibules. These small win- 
dows attract the eyes of almost 
everybody that enters the store. One 
of these small windows given over to 
an attractive display of Christmas 
tree holders as a supplementary 
holiday display would probably do 
more to help you sell your tree hold- 
ers than anything else you could do 
in the way of publicity or advertis- 
ing. 

This Firm Sells Them 


Banister & Pollard Co., Newark, 
N. J., has tried it out at least twice 
and its sales of tree holders have 
mounted up to several figures. But 
of course, all stores have not the 
space to spare in this fashion. Few 


merchants, however, are so situated 
that they cannot spare space inside 
their stores for a small display at 
least. 

A group display arranged near the 
entrance of the store showing dif- 
ferent types and sizes of holders, 
perhaps with a tree in one or two, 
will unquestionably help sales. A 
few cards telling of the economy of 
buying a tree holder that will last 
for several years, and one which 
will not topple over, which is depen- 
dable, and easy to adjust to any size 
tree will help to attract attention and 
convey some of the outstanding sell- 
ing points worth emphasizing at this 
season. 

Do a little planning this year so 
that you can display some of the odds 
and ends that you have in stock. 
Christmas buying is liberal buying 
and many an odd article is stuck into 
a Christmas stocking. 


€berp Christmas tree must be held up properip in order to insure both appearance and 


safety, Cree holders are needed and will be sold. 


Whp not feature them? 
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any youngster this year will be 

a radio set. Radio is the new- 
est and the most talked of line that 
the hardware store carries and the 
dealer who is already maintaining an 
adequate radio department should at 
this time give it added prominence 
and sales push. The dealer who has 
not yet taken up the line is offered 
an exceptionally attractive opportun- 
ity to introduce it with good profits 
at the very beginning. 

The Christmas season always 
brings into evidence a genuine and 
spontaneous feeling of fellowship 
among men. Entertaining is done 
on the largest possible scale. Fam- 
ilies hold reunions after lapses of 
many months. Old friendships that 
have slipped are renewed and vows 
of more contact in the future pledged. 
There is a get-together feeling at 
holiday time and a radio receiving 
set can easily be the most popular 
form of entertainment offered 
throughout this holiday period as 
well as the remainder of the suc- 
ceeding twelve months. 

Radio equipment should be popular 
for Christmas parties, because it 
offers the most versatile form of 
amusement imaginable. Broadcast- 
ing stations are arranging special 
holiday programs that include Christ- 
mas carols rendered by some of the 
best vocal talent in the country. Or- 
gan recitals will be sent out; quar- 
tettes will harmonize on good-fellow 
songs; choirs will offer their best re- 
ligious selections. Comic songs will 
come through the ether and witty 
recitations will bring laughter to 
many. If you get tired of one broad- 
casting station concert, give your 
adjustments a twirl and tune in on 
another station. It is very simple. 
Hardware dealers who really go after 
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the holiday radio business will find 
a heavy demand for complete sets, 
ranging in price from $15 to more 
than $200. The call for accessories 
such as loud speakers, extra bulbs, 
extra phones, new switches, improved 
and more accurate parts is heavy. 
The family will just naturally want 
brother Willie’s radio set to be far 
above par when the Christmas party 
gathers. And don’t forget that little 
Willie has been pestering the folks 
for more and more equipment for 
many weeks. 

People of all ages have become 
rabid radio fans and there is no age 
limit to radio appeal. This means 
that radio sets and equipment know 
no age limit when considering live 
prospects for such purchases. In 
many cases entire families will con- 
tribute at this time for the purchase 
of a family radio set for the home. 
It is up to you as a retail hardware 
dealer to influence these sales by ag- 
gressive sales methods. Advertising 
will help if coupled up with good dis- 
plays in the windows and interior of 
the store. 

Your stock must be ample in order 
to meet the demands of your com- 
munity, and you must inject the 
thought of “A Radio Set for Christ- 
mas” in all your sales literature and 
talks to customers. Every time a 
customer discusses the purchase of 
useful and welcome gifts be ready 
with your bid for sales of radio 
equipment. You will not have much 
difficulty in interesting your pros- 
pects because to-day the word “radio” 
impels universal attention in an al- 
most magic manner. 

For two or three weeks previous to 
Christmas Day broadcasting stations 
will offer appropriate holiday pro- 
grams. These will attract general 


attention, and the dealer who tunes in 
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flake It a 


Radio 
Christmas 


on these concerts in his store with 
the public invited will be in line for 
not only larger sales on radio but on 
all other gift lines he carries. Proof 
of this is easily found. Each football 
game played by the larger college 
teams was broadcast, play by play, 
as the game progressed. Dealers in 
all sections offered these reports as a 
feature of their service, and they 
always drew crowds. The same was 
true of the last world series contests 
played this fall. 

Even the regular daily concerts, 
such as the Gross Hardware Co. has 
offered the people of Milwaukee, 
brought in many people. The photo- 
graph reproduced on this page was 
snapped during a Gross Hardware Co. 
radio concert. It speaks for itself in a 
very graphic way. You can even note 
the expressions of interest on the 
faces of the audience. This store 
maintains a complete radio depart- 
ment, in charge of a competent radio 
expert who is not only able to enter- 
tain prospects, but is also able to turn 
them into customers of his depart- 
ment by constructive advice that 
serves as an effective introduction for 
a sales talk that gets across. 

This store will be on the job with 
extra vim during the holidays; con- 
sequently, its Christmas radio busi- 
ness will show some large figures. 
Yours will, too, if you go at it with 
the same thorough attention. 
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Ship Subsidy Bill Passes House—Test Will Come 


in Senate—Trade Commission Attacks 
(Suarantees Against Price Declines 


bill passed the House with a hur- 

rah last Wednesday, the vote 
standing 208 yeas to 184 nays, a ma- 
jority for the measure of twenty-four. 
In view of the bitter fight made on 
the bill by its opponents and the in- 
sidious propaganda of foreign ship- 
ping interests, which are opposed to 
any aid to the American merchant ma- 
rine, the margin of votes in favor of 
the bill was regarded as quite satis- 
factory. 

The bill now goes to the Senate 
where its pathway will be strewn with 
rocks rather than roses. It will prob- 
ably spend some weeks in committee, 
where it will be the subject of hear- 
ings, although the majority leaders 
will do everything in their power to 
prevent a waste of time by dilatory 
tactics in committee. 


Will Opponents Filibuster? 


The crucial test will come when the 
bill reaches the floor, for there the 
filibuster against the measure is ex- 
pected to take shape. If the opponents 
of the legislation are determined to 
kill it, they unquestionably have it 
in their power to do so, for a very 
small minority can easily prevent the 
bill from being brought to vote under 
the peculiar conditions prevailing dur- 
ing a short session. 

No substantial progress in the con- 
sideration of the bill in the Senate is 
expected before the holidays. Early in 
the new year the batteries of the enemy 
will be unmasked and the friends and 
foes of the American merchant marine 
will fight the battle that is to deter- 


Toe administration’s ship subsidy 


WASHINGTON, D. C. 
Dec. 4, 1922 
By W. L. CROUNSE 


mine whether the people of the United 
States are to spend thirty million dol- 
lars a year in support of a merchant 
navy under the Stars and Stripes or 
$300,000,000 a year for the support of 
foreign shipowners, foreign sailors and 
foreign labor. 


Guarantees Against Price Declines 


Much interest attaches to the pro- 
ceedings recently begun by the Fed- 
eral Trade Commission against the 
Michigan Wholesale Grocers’ Associa- 
tion, its officers, executive committee 
and individual members who _ are 
charged with “adopting and maintain- 
ing a policy of coercing manufacturers 
from whom the members of the asso- 
ciation purchase their commodities into 
guaranteeing their prices against de- 
cline.” This is the first case in which 
the Commission has filed a formal 
complaint against a trade association 
upon the grounds alleged, and it is 
understood that the issue will be joined 
and the case brought to trial as speed- 
ily as possible. 

The question of the right of manu- 
facturers and jobbers to guarantee 
their customers against a decline in 
the price of their merchandise has been 
under consideration by the Commission 
for many months, At the outset no 
claim was made by the Commission 
that the practice was illegal, and, in 
fact, the minds of the Commission ap- 
peared to be open upon the point as to 
whether the practice was contrary to 
sound business ethics. 

As the Commission’s investigation 
of the matter progressed, however, cer- 
tain objectionable features of the prac- 


tice were brought to its attention, and 
with a view to sounding the business 
community on the subject, a so-called 
“trade practice submittal” was held at 
which representatives of a large num- 
ber of manufacturers and jobbers met 
with the Commission and discussed the 
matter in detail. It was amply dem- 
onstrated that the practice of guar- 
anteeing against price decline was quite 
generally resorted to; that it had been 
employed for many years and that its 
legality had never been seriously ques- 
tioned, but there appears to be a differ- 
ence of opinion as to the morality, and 
certainly as to the expediency, of this 
method of stimulating the rapid distri- 
bution of merchandise. 


Some Dealers Employed Duress 


The conference reached no definite 
conclusions and, aside from giving the 
Commission a tolerably clear picture 
of the situation with respect to the 
practice complained of, very little came 
of it. Among the disclosures, however, 
was the fact that neither manufactur- 
ers nor jobbers were always free agents 
in the practice of guaranteeing against 
price declines, but that often the guar- 
antees were given under a form of 
duress applied by wholesalers to manu- 
facturers or by retailers to both job- 
bers and producers. This was a phase 
of the matter separate and distinct from 
the ethical question of guaranteeing 
against price declines, and it is upon 
this issue that the Commission is now 
proceeding against the Michigan Whole- 
sale Grocers’ Association. The chief 
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COL. G. F. GRAHAM RE- 
CEIVES DISTINGUISHED 
SERVICE MEDAL 


Manager of the Atlantic Coast 
Hardware Co. of Boston Cited 
for Services in A. E. F. 


Lieut.-Col. George F..Graham, man- 
ager of the Atlantic Coast Hardware 
Co., Boston, Mass., received from the 


Government of the United States, on 
Nov, 23 a distinguished service medal 
for ‘exceptionally meritorious services” 
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Col. Graham was general manager of 
the A. M. Holter Hardware Co., Helena, 
Mont., and previous to that he was con- 
nected with a hardware corporation in 
eastern Pennsylvania. In July, 1919, 
he was appointed assistant to the presi- 
dent of the Atlantic Coast Hardware 
Co., Boston, Mass. He has had 23 
years’ experience in the hardware busi- 
ness, the last 17 of which have been 
entirely administrative and executive. 

The official War Department citation 
of Col, Graham’s conduct as quarter- 
master of the 42d Division for which 
he received the D. S. M., is as follows: 

“For exceptionally meritorious and 
distinguished services, As quarter- 
master of the 42d Division during the 








Lieut. Col. George F. Graham stands in the center of the front rank of officers who were 


decorated at the Army Base, 


Boston, Nov. 23. 


Maj. Gen, Edwards at extreme left 


as quartermaster of the 42d Division of | entire time of its operations from May 


the American Expeditionary Forces 
from May until November, 1918. 

Col. Graham received his medal at 
the Army Base in Boston, from the 
hands of Major General C. R. Edwards 
who led the “Yankee Division” over- 
seas. Joining the “Yankee Division” as 
a major in 1917 he served with his 
division during the engagements in the 
Argonne and on the Ourcgq, and received 
his lieutenant-colonelcy on Aug. 1, 1918. 

His duties as divisional quarter- 
master were to keep 27,000 men and 
6500 animals supplied with food, for- 
age, clothing and equipment. Three 
hundred and seventy-five motor trucks 
operated under his direction. They 
transported from the divisional fiela 
base to the men in the lines 65 tons 
of food and 70 tons of forage daily, 
and consumed about 3000 gallons of 
gasoline every twenty-four hours. In- 
cidentally, during the period of opera- 
tions the 42d Division had 65 per cent 
infantry and 40 per cent artillery re- 
placements. 





until November, 1918, by his zeal, inde- 
fatigable efforts and ‘unusual ability as 
an organizer and administrator he 
solved many difficult problems under 
most adverse circumstances and as- 
sured the supply of the division at all 
times with those articles for which he 
was responsible, thereby rendering 
services of great value to the American 
Expeditionary Forces.” 





Auto Strop Safety Razor Co. 
Thanksgiving Dinner 





The annual Thanksgiving dinner ten- 
dered its employees by the Auto Strop 
Safety Razor Co. was held at the com- 
pany’s Factory No. 1, 656 First Ave- 
nue, New York, N. Y., on Nov. 29, be- 
tween the hours of 12 and 2. The 
restaurant was beautifully decorated, 
and in addition to the dinner there was 
dancing and music. About 500 em- 


ployees were present at the entertain- 
ment. 








Eight years prior to August, 1917, | 
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E. L. Sampter Sales Manager for 
A. F. Meisselbach Mfg. Co. 





E. Lawrence Sampter has been ap- 
pointed sales manager of the A. F. 
Meisselbach Manufacturing Co., New 
York City, manufacturers of the “Okeh” 
fishing reels. After leaving the United 
States Army in 1918, having served as 
first lieutenant in the Aviation Section 
through the recent war, Mr. Sampter 
joined the General Phonograph Cor- 
poration as purchasing agent. He ad- 
vanced rapidly to the posts of advertis- 
ing manager and assistant to the treas- 
urer, his work familiarizing him with 
practically all the departments of the 
company. 


Frederick G. Niedringhaus Dies 





Frederick G. Niedringhaus, retired 
tinware manufacturer, died at his home 
in St. Louis on Nov. 25, from heart dis- 
ease after an illness of ten days. He 
was eighty-six years old. 

Mr. Niedringhaus was born in West- 
phalia, Germany, in 1837, and went to 
St. Louis when eighteen years old. In 
1856, he and his brother, William F. 
Niedringhaus, went into the tinware 
business, which was later incorporated 
as the St. Louis Stamping Co., and in 
1899 as the National Enameling & 
Stamping Co. He retired as president 
in 1908. The brothers were among the 
first manufacturers of stamped tinware 
in this country. Mr. Niedringhaus 
served one term in Congress. He is 
survived by his wife, a son, Thomas K. 
Niedringhaus, vice-president of the Na- 
tional Enameling & Stamping Co., and 
five daughters. 





N. Y. Hardware Boosters’ Christmas 
Meeting Dec. 26 


The annual Christmas meeting and 
luncheon of the New York Hardware 
Boosters will be held at the Hardware 
Club, 253 Broadway, New York City, 
December 26 at 2 p.m. Several speak- 
ers of prominence are expected to be 
present and a larger number of mem- 
bers have signified their intention of 
being present than ever before. 


Addition to Stanley Rule and Level 
Plant 





Work has begun on a large addition 
to the forging department of the Stan- 
ley Rule & Level Co., Summer Street, 
Southington, Conn., plant. This plant 
specializes in the manufacture of screw 
drivers, chisels and similar products. 





M. S. Wright Co. Organizes 
Subsidiary 





The M. S. Wright Co., Worcester, 
Mass., vacuum cleaners, has organized 
a subsidiary, the Sweeper Vac Appli- 
ance Co. Henry R. King, general sales 
manager of the parent company, is 
president of the new concern, and Clif- 
ford L. Wright, treasurer. The new 
company is ‘capitalized for $25,000. 
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Pittsburgh Retailers Nominate 
Officers 





At the monthly meeting of the Pitts- 
burgh Retail Dealers’ Association, held 
recently at the Fort Pitt Hotel, Pitts- 
burgh, Pa., officers for the ensuing year 
were nominated as follows: A. R. Smith, 
McKees Rocks, president; James Scott, 
Carnegie, vice-president; Gustave A. 
Schultz, Carnegie, vice-president; B. C. 


Nebo, Homestead, vice - president; 
Thomas Simpson, Wilmerding, vice- 
president; Theodore Backoefer, Pitts- 


burgh, treasurer; 
borough, Pittsburgh, secretary. 

There were about ninety members 
and associate members present at this 
meeting. Martin L. Pierce, 
Hoover Suction Sweeper Co., North 
Canton, Ohio, delivered an instructive 
talk on “The Relation of Profit to the 
Stock Turnover.” 





Incor- 


Parker Metal Goods Co. 
porates 





The Parker Metal Goods Co., recent- 
ly incorporated under Massachusetts 
laws with a capital of $50,000 by Ar- 
thur H, Parker, founder of the Parker 
Wire Goods Co., Worcester, Mass., has 
taken manufacturing space at 28 Cherry 
Street, that city, and will shortly be 
producing general wire hardware, spe- 
cial wire goods and metal stampings. 





Death of Charles Garland 





Charles Garland, well known in 
manufacturing circles in Pittsburgh for 
many years, died in Linesville, Pa., on 
Thursday, Nov. 23. For many years 
Mr. Garland was connected with the 
Garland Mfg. Co., Pittsburgh, Pa., 
manufacturers of nuts, bolts and riv- 
ets. Prior to that connection, he was 
secretary of the Westinghouse Machine 
Co, for some years. Mr. Garland was 
born in Ireland in 1869. He had been 
active in lawn tennis affairs, and at 
the time of his death was secretary 
of the United States Lawn Tennis As- 
sociation. He is survived by his widow 
and three sons, also three brothers, Rob- 
ert and John W. both actively connected 
with the Garland Mfg. Co., also Bishop 
Thomas J. Garland of Philadelphia. 





Henry L. Kinsley Passes Away 





Henry L. Kinsley, Wellesley, Mass., 
New England representative of the 
Warner & Swasey Co., machine tools, 
died Wednesday, Nov. 22, at the Natick 
Hospital, Natick, Mass., following an 
operation. Mr. Kinsley appeared on the 
road to recovery immediately after the 

— but on Tuesday serious com- 
ications developed. 

Mr. Kinsley was a native of Stough- 
ton, Mass., and was born sixty-eight 
years ago. Practically all his business 
life was spent in the machine tool in- 
dustry. He represented the Warner & 
Swasey Co. with offices at Boston for 
more than 15 years, and probably was 
one of the best-known machine tool men 
in the New England territory. Previous 
to his association with the company he 
was with the Fairbanks and the Man- 
ning, Maxwell & Moore companies. 





and C. W. Scar- | 
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C. Edward Wood Dies in 


California 


C. Edward Wood, president of the 
firm of C. Edward Wood Co., manu- 
facturers’ representatives, Los ‘Angeles, 
Cal., San Francisco, Cal., and Portland, 
Ore., died at his residence 215 East Bay 
State Street, Alhambra, Cal., Nov, 20 
after a long ‘illness. 

Prior to the organization of the firm 
bearing his name, which was formed 





C. Edward Wood 


recently for the purpose of represent- 
ing a limited number of manufacturers 
of high-class hardware, sporting goods, 
mill and auto supplies, Mr. Wood was 
associated as vice-president with the 
Sprake Sales Co., manufacturers’ 
agents, San Francisco, Cal. 

For practically his entire business 
career, Mr. Wood has been identified 
with the hardware business. Previous 
to his connection with the Sprake Sales 
Co., he was associated with Peck, Stow 
& Wilcox, Southington, Conn., as sales 
manager and also in a similar capacity 
with the Bonney Forge & Tool Works, 
Allentown, Pa, In his earlier days he 
served an apprenticeship in the sales de- 
partment of the Simmons Hardware 
Co., St. Louis, Mo., representing the 
firm in the Western and Eastern terri- 
tory. 

A short time before his death Mr. 
Wood requested his wife to notify a 
number of his friends when he passed 
on, and in accordance with his request 
HARDWARE AGE has received a letter 
from his widow, Sarah F. Wood, asking 
that we notify the trade at large about 
the death of her husband. 





Ohio Stove Man Dead 


J. E. Snyder, vice-president of the 
Hess-Snyder Co., Massillon, Ohio, manu- 
facturer of stoves and warm air fur- 
naces, died recently. Mr. Snyder was 
fifty-seven years old. 
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F. P. Mount Re-Elected Chairman 
by Tractor and Thresher Men 


Improved conditions in the tractor 
and thresher manufacturing field were 
predicted at the meeting of Tractor and 
Thresher Department of the National 
Association of Farm Equipment Manu- 
facturers, held in Chicago, IIl., Nov. 
16-17. At this meeting officers were 
elected for the year 1922-23 as follows: 
Chairman, Finley P. Mount, Advance- 
Rumely Thresher Co. (re-elected); vice- 
chairman, Geo. Bathrick, Nichols & 
Shepard Co.; and secretary-treasurer, 
E. C. Merwin, The Russell & Co. (re- 
elected). Executive Committee: Geo. 
Bathrick, Nichols & Shepard Co., chair- 
man; F. R. Todd, Deere & Co.; 0. S 
Brantingham, Emerson - Brantingham 
Co.; H. H. Bates, Bates Machine & 
Tractor Co.; W. R. Snively, Frick Co.; 
Dave E. Darrah, Hart-Parr Co. 





Kendall Dies on Links 


Thomas H. Kendall, in charge of the 
sales department of the Rathbone, Sard 
& Co., stove manufacturers, Albany, 
N. Y., died suddenly of heart failure 
on the golf links of the Aurora Country 
Club at Aurora, Ill. Mr. Kendall, who 
was sixty-seven years old, is survived 
by a son and three daughters. 





Swalm Hardware Co. Expands 


The Swalm Hardware Co., Pottsville, 
Pa., has purchased the hardware store 
at 21 North Centre Street, Pottsville, 
Pa., which was formerly operated by 
A. H. Swalm as a unit of the National 
Hardware Stores, Inc. The company 


| has made application for a charter in 


Pennsylvania and the operating com- 
pany will consist of A. H. Swalm and 
his son, J. M. Swalm. 





Atlantic Screen & Wood Products 
Leases Building 





Atlantic Sereen & Wood Prod- 
ucts Co., Boston, has leased a three- 
story and basement manufacturing 
building at 25 Vale Street, Roxbury, 
Boston. 


The 


P. E. Miller Leaves Brydon Horse 
Shoe Works 


P. E. Miller, for thirteen years man- 
ager of the Brydon Horse Shoe Works, 
Catasauqua, Pa., has resigned in order 
to become connected with the Trefegar 
Iron Co., Richmond, Va. 





Columbian Hardware Co. Expands 





The Columbian Hardware Co., Cleve- 
land, Ohio, has purchased the equip- 
ment and inventory of the Cleveland 
Drop Forge Co., and _ will move the 
equipment to its own plant, largely in- 
creasing its capacity. The Columbian 
company, which manufactures vises, 
anvils and forgings, was recently or- 
ganized by its president, H. F. Sey- 
mour, who purchased the Columbian 
hardware plant of the Consolidated 
Iron & Steel Co. 
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MARKET SUMMARY 


November Sales Large—Freight Situation Still Acute—Spring 
Business Looms Big 


after 


smashing a number of hardware 


sales 


OVEMBER, 
| records, takes its place in history as one of the best business 


months of the year. 


The freight situation is still a dark cloud in the sky, and delayed 
shipments are reported from mine and mill and factory all along the 


line to the jobber and the retailer. 


Orders booked for spring deliveries, especially for wire cloth, 


poultry netting and garden tools, are unusually numerous. 


Whole- 


salers predict the most vigorous spring business in three years, if 
the market develops according to present indications. 

Few important price changes were made effective during the past 
week, and it is not expected that many will be announced before the 


first of the year. 


NEW 


Christmas _ Thanksgiving over, local retailers 
Business are planning their Christmas adver- 

tising and displays, and every indication 

points to an exceptionally large holiday 
business this year. Jobbers report that the demand for 
electrical merchandise, cutlery, tools, toys, automobile 
accessories and general housefurnishings exceed last 
year’s demand by a substantial margin. 


Price — the important price changes an- 
Changes nounced up to Dec. 2 by local jobbers 
; were the following: 

Sash cord has been advanced 2c. per lb. 
Fourth grade, D handle, round and square point shovels 
are now being quoted by some jobbers at $12.25 per doz. 
Food choppers advanced 10 per cent. 

No drastic price changes are likely in the opinion of 
jobbers until after the holidays. Many entertain the ‘belief 
that a number of important changes may be expected 
shortly after the first of the year. 


Ash Sifters.—Dealers are actively in 


the market for all kinds of ash sifters. very consistent. 


ported. Prices are firm and the demand 


YORK 


HE number of orders for wire cloth, 

peultry netting and garden tools con- 
tinues to increase, according to the reports 
of jobbers throughout this section. Most 
of these future orders specify March 1 or April 1 ship- 
ments. 

If the sale of general staples next spring is propor- 
tionately as large as the seasonable business now on the 
books of New York jobbers the first part of 1923 should 
break all records for hardware sales in the local market. 

A good deal of significance is attached to a statement 
recently made by Roger W. Babson, in which he is re- 
ported to have said: 

“For the first time in over two years we feel justified 
in talking optimism. From now on we shall be on the 
home stretch. We have passed the half way mark in the 
depression period. Experience tells us that by the time 
this point is reached the worst of the evils which brought 
on the depression have been corrected. Current funda- 
mental statistics corroborate this view.” 


Future 
Business 


Butts.—There continues to be a good 
demand for this item. Stocks are partly 












The shortage of coal seems to have in- 
fiuenced people to make the most of the 
available fuel. 


Jobbers’ quotations, f.o.b. New York: 
Ash sifters, revolving, galvanized, 
packed two to a crate, $2.27 each. 


Axes and Hatchets.—Jobbers report 
somewhat broken stocks and a very 
heavy and general demand. Prices are 
very firm. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 
lbs., $16.50 per . net; 3% to 414-lb., 
$17 per doz. net; 5 to 5%- “ib., $18 per 
doz. net; 4% to out lb., $18 per doz. 
net; 5%- ‘Ib. ‘solid, $18. 50 per doz. net. 

Flint edge Rockaway pattern axes, 
3 to 4-lb., $19.25 per doz. net; 3% to 
4%-lb., $19. 25 per doz. net; 4 to 5-lb., 
$19.75 per doz. net. 

Connecticut pattern axes, 3 to 33%- 
Ib., $18.50 per doz. net. 

Hatchets, full polished half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—Fair stocks are re- 




























Jobbers’ quotations, f.o.b. New York: 


Square nuts, oo in., 16c. per Ib.; 
Ys-in., 15c. per lb.; 3-in., 13c. per Ib.; 
ye~in., 12c. per lb; %-in., llc. per Ib.: 


5g-in., 10c. per Ib.; %-in., 9c. per lb. 

Common carriage bolts, % x 6-in. 
and smaller, 30 to 30 and 5 per cent; 
larger and thicker, 30 to 30 and 5 per 
cent. 

Machine bolts, 3% x4 and smaller, 
40 and 40 and 5 per cent; larger and 
thicker, 40 to 40 and 5 per cent. 

g screws, 40 to 40 and 5 per 
cent. 

Semi-finished hexagon bolts, *; and 
smaller, 65 per cent; larger and 
thicker, 60 per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
6634 per cent; brass, 4-32 and 14-20 
egg 50 and 10 per cent from new 
ist. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts. 75 to 75, 10 per cent. 

Iron rivets, 50 to 50 and 10 per cent. 
Solid copper rivets, 40 per cent. 

Lock washers, ts to %-in., 70 per 
; , 50, 10 and 5 per 
cent; }§ to 1-in., 40 and 5 per cent. 


broken, though prices continue firm. 

Jobbers’ quotations, f.o.b. New York: 

_ Butts, 34% x 3%, dull brass or an- 

tique copper, in case lots, 25c. per 
pair. 

Carving Sets.—There is quite a heavy 
demand for carving sets, which it is 
thought will continue for some time. 
Firm prices and apparently adequate 
stocks are features of this line. 


Jobbers’ quotations, f.o.b. New York: 

Three-piece carving _ set, stag, 
forged steel bolster, knife 8-in. steel 
blade, $2.75 to $4.75 each. 

Three- -piece carving set, sterling 
silver ferrule, knife 4 a resist stain 
steel, $4.75 to $7 each 


Christmas Tree an con- 
tinues to be a good pick-up demand for 
these items at firm prices. Dealers ap- 
pear fairly well supplied for early de- 
mands. 


Jobbers’ quotations, f.o.b. New York: 
Gem Christmas tree holder, $4.50 
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per doz. net. Crown Christinas tree 
holders, 2-in., $7.89; 3-in., $13.15 per 
doz., less 5 per cent in full box lots. 


Clipping Machines.—Fair stocks at 
steady prices are reported for clipping 
machines. A good demand continues. 


Jobbers’ quotations, f.o.b. New York: 

Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealer’s 
discount, 25 per cent f.o.b. New York. 

Stewart electric clipping machine, 
all standard voltages, hanging type, 
$80, f.o.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount, 25 
per cent. 


Food Choppers.—Many leading manu- 
facturers made an advance of approxi- 
mately 10 per cent on food choppers 
this week. New prices will be noticed 
in the following schedule: 


Jobbers’ quotations, f.o.b. New York: 

Food Choppers.—Universal No. 1, 
$24 per doz.; No. 2, $28.80 per doz. Dis- 
count 25 and 7% per cent. Gem No. 
120, $16 net; No. 122, $19 net. Russ- 
win, No. 1, $15 net; No. 2, $18 net. 
Enterprise, No. 5, $2.75 each, list; No. 
10, $4.50 each, list; 25 per cent dis- 
count. 


Game Traps.—A strong demand con- 
tinues for this line. Prices are firm and 
stocks appear adequate. 


Jobbers’ quotations, f.o.b. New York: 

Triple clutch game traps, jaw 
spread, 4% in., $2.75 per doz. 

Jump traps, with chain, No. So $1.89 
.20 pt doz.;: No. 144, 
fee +“ per doz.; No. 2, $4.88 per ae 

o. 3, $6.59 per , & "No. 4, $7.69 per 


"Frtemph traps, No. 10, $1.55 per 
doz.; No. 11, $1. 85 per doz.; No. 11%, 
$2.7 75 per doz.: No. 12, $3. 66 per doz.; 
=~ 13, $6.20 per doz.; No. 14, $7.35 per 
oz. 


Grind Stones.—The demand for this 
line is fair and stocks are ample. The 
advance of two weeks ago caused some 
stimulation to business. 


Jobbers’ quotations, f.o.b. New York: 

Samson grindstones, No. 1, $8.80 
each; No. 2, $8.25 each; No. 3, $7.75 
each. 


Hand Tools.—This is an active line in 
all sections. Some reports indicate 
broken stocks. Prices are firm. 


Jobbers’ quotations, No New York: 

Claw hammers, size, $13.36 
per doz.; No. 1% size, “$12. 74 per doz.; 
No. 2 size, $11.48 per doz. 

Machinists’ hammers, 8-o0z., $8.40 

- per doz.; 12-0z., $12 per doz.; 16-0z., 
$8.60 per doz.; 20-0z., $9.45 per doz. 

Hand Drills.—Steel frame, nickel 
plated, cut gears, black enamel, 
length, 11 in. without drill points, 
$2.30 each. Same, large size, length 
12% in., $2.42 each. Same, black 
enamel frame, 12% in. long with 8 
drill points, $2.17 each. Same, solid 
steel frame oo steel handle, 
hollow en handle, partly nickel 
plated, 11 in., no drill points, $1.91 
each. 

Breast Drills.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., Same, ball 
bearing, malleable iron stock, chuck 
and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit holders.—Extension model, pol- 
ished steel, made to follow %%-in. bit 
and larger, packed 1 in a box, 12-in., 


$1.40 each: 15-in., $1.43 each: 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 





Ice Skates.—It is thought this will 
be a good holiday item and dealers are 
preparing accordingly. Prices are firm, 
and stocks are good. 


Jobbers’ quotations, f.o.b. New York: 

Men’s and boys’ all clamp club 
skates, top part made of best quality 
cold rolled steel, sizes to 12-in., 
runners made of polished cast steel, 
70c. per pair. Same with all parts 
nickel plated, 98c. per pair. Same, 
nickel plated, with hardened runners, 
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$1.26 per pair. Mens’ and boys’ all 
clamp hockey skates, top plates made 
of cold rolled steel, sizes 9% to 11%, 
runners cast steel, all parts nickel 
plated, $1.03 per pair. Same with 
hardened runners, $1.35 per pair. 
Canadian hockey skates, for men, 
women and children, runners, cast 
steel, all parts nickel plated, 78c. per 
pair. Same, all parts nickel plated, 
with extra polished tempered run- 
ners, $1.32. Extension bob skates for 
children, made of bright steel with 
web strap, one skate for all sizes, 
extension 6 to 9 in., 46c. per palr. 
Women’s and children’s club skates 
with russet leather back and strap, 
top plates and clampsi made of cold 
rolled steel, runners cast steel pol- 
ished, 96c. per pair. Same, all parts 
nickel plated, $1.16 per pair. 

Skate sharpeners, $1.65 per doz. 
Skate holders for sharpening skates, 
$6.25 each. Skate keys, 35c. per doz. 


Nails —There continues to be 


a 
searcity in all kinds of nails, particu- 
larly wire nails in kegs. A speculative 
tone is still evident in the local mar- 


ket. 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.75 to $3.90 base per 
keg. Blued wire nails, 3d fine, $5.35 
to $5.50 net per keg. Cut nails, $4.10 
to $4.20 base per keg. 

Wire nails and brads in small lots, 
70 per cent off list. 

Roofing nails, 1x12, per 100 Ib., 
$6.95 for galvanized and $5.20 plain. 

Wholesale prices vary in different 
parts of the city. 


Nut Crackers and Picks.—Dealers are 
buying fairly heavy for the holidays. 
Stocks are said to be ample, and prices 


are firm. 
Jobbers’ quotations, f.o.b. New York: 
Sets, including 1 nut cracker with 
6 picks, $3 per doz. sets. 


Poultry Netting.—Prices for 1923 for 


spring delivery are as follows: 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after 
weaving, takes a discount of 50 per 
cent, an extra 5 per cent is allowed 
for factory shipments. 


Rope and Twine.—The local market is 
but jobbers anticipate 


somewhat dull, 
better demand after the holidays. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 17c. to 
19%c. per lb. Hardware grade, 15c. 
per Ib. 

Sisal, No. 1 grade, 13c. per lb. Sisal, 
No. 2 grade, 13c. per lb. Bolt rope, 
22c. per Ib. 

Lath yarn, llc. to 13c. per lb. Jute 
wrapping twine, 29\%4c. to 25%c. per 
Ib. India hemp twine, No. 6, 16c. to 
18¢e. per Ib. 


Sash Cord.—An advance of 3c. has 
been made on sash cord. The demand is 


only fair. 
Jobbers’ quotations, f.o.b. New York: 
Cotton sash cord, 42%c. to 46c. 
per Ib. 
Prices vary according to grade and 
differ also in different sections of 
the city. 


Sash Weights.—The demand is rather 
light for these articles, though prices 


continue firm. 
Jobbers’ quotations, f.o.b. New York: 
Sash weights, out of New York 
stock, $3.45 per cwt. Factory, $3.25 
per cwt. 


Screws.—The demand generally is 
Weakness is 
reported in the stock for certain sizes. 


very good at firm prices. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
77% and 5 per cent; round and oval 
head, 75 and 5 per cent; iron blued, 
flat head (add 5 per cent to net 
amount of invoice), 77% and 5 per 
cent; iron blued, round head. 75 and 
5 per cent; brass, flat head, 72% and 
5 per cent; brass, round and oval 
head, 70 and 5 per cent; galvanized 
screws, 62% and 5 per cent. 

Rolled thread machine screws, iron, 
flat and round, No. 2 and No. 3, % 
per cent; No. 4 and larger, 70 per 


cent; fillister, No. 2 and No. 3, 57¥ 
per cent; No. 4 and larger, 65 per 
cent. Brass, flat and round, 
and No. 3, 57% per cent; No. 4 and 
larger, 624% per cent. 

Some jobbers quote an extra on 
wood screws of 2 and 5 per cent. Cap 
screws, 70 and 10 per cent; set screws, 
70 per cent. 


Stove Pipe—tThere is a fairly active 


demand for stove pipe at firm prices. 
Stocks appear well balanced. 


Jobbers’ quotations, f.o.b. New York: 


Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle 4-in., $1.40 to 
$1.60 per doz. lengths net; 4%-in., 


$1.55 to $1.75 per doz. lengths net; 
5-in., 91.75 to $1.95 per doz. lengths 
net; 5%-in., $2 to $2.25 per doz. 
lengths net; 6-in., $2.25 to $2.50 per 
doz. lengths net. 


Snow Shovels.—Dealers are showing 


a considerable interest in this line. Job- 
bers report ample stocks at firm prices. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized steel snow _ shovels, 
ribbed steel blade, 74%4x10-in., ash 
D-handle, $2.40 per doz. Same ribbed 
steel blade, 21x16-in., reinforced 
back, D-handle, $11.50 per doz. 
Same, spring steel blade, 16 x 18-in., 
japanned D-handle, $9.85 per doz. 


Sleds.—Prices generally are consid- 


ered fairly stiff; stocks are ample and 
the demand active. 


Jobbers’ quotations, f.o.b. New York: 
Sleds.—List prices Flexible Flyer, 
No. 1, $3.75 each; No. 2, $4.50 each; 
No. 3, $5.75 each; No. 4, $6.25 each; 
No. 5, $8.50 each; Junior Racer, $6 
each; Racer, $6.75 each; No. 4, with 
foot rest, $7.75 each; No. 5, with foot 
rest, $11 each. 

Discounts.—From New York stock, 


" 33% per cent; f.o.b. factory, 35 per 


cent. 
List Price.—Fire Fly, No. 9, $2.30 
each; No. 10, $2.75 each; No. 11, $3.40 
each; No. 12, $3.75 each; Racer, $4 
each. 

Discount.—From New York stocks, 
40 and 5 per cent; f.o.b. factory, 40 
and 10 per cent. 


Tool Chests.—Anticipating an extra 


heavy holiday demand, dealers are 
placing large orders for tool chests. 


Jobbers’ quotations, f.o.b. New York: 

Fiber box, containing 6 tools, $4.08 
each. 

Hardwood cabinet, highly finished, 
mission oak, with lock and handle, 
containing 17 tools, $18.82 eacn. 

Wood chest. mission stained, metal 
clasps and handle, containing 17 tools, 


11.48. 

Wood chest, dark mission stained, 
metal clasps and handle, containing 
20 tools, $15.30 each. 

Wood chest, dark mission stained, 
metal clasp and handle, containing 12 
tools, $7.65 each. 


Vacuum Cleaners.—Along with other 


electrical home labor-saving devices, 
vacuum cleaners are receiving consid- 
erable attention. 
stocks ample. 


Prices are firm and 


Jobbers’ quotations, f.o.b. New York: 
New improved type of vacuum 
cleaner, polished aluminum, standard 


motor, self-locking handle, adjust- 
ment, all attachments, $41.50 each 
net. 


Window Glass.—Interest is fair, 


stocks rather light and prices firm. 


Jobbers’ quotations, f.o.b. New York: 
A single, 84 per cent: B singie, 86 
per cent; A double, 85 per cent; B 
— 88 per cent. List of March 1, 


P. S—The Glidden Co., Cleveland, 


Ohio, has advanced prices 15c. per gal. 
on paints and varnishes. 
lists are being made up on the com- 
pany’s full line. 


New price 


The Jackson Shovel Co., Montpelier, 


Ind., is preparing a new price list on 
shovels, showing an advance approxi- 
mately of $1 per doz. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Dec. 2. 


OCAL city trade has been stimu- 
L lated by the first real cold snap 
of the season and light snowfall. 
Business continues to exceed the records 
of a year ago. In ordinary times the 
wholesalers of hardware begin to ex- 
perience a falling off of orders right 
around Thanksgiving time. So far this 
customary slump has not been experi- 
enced. It is expected that business will 
quiet down to some extent before 
Christmas, but due to general improve- 
ment in employment of labor and the 
increased optimism of the rural dis- 
tricts a radical slowing up is not looked 
for by the wholesalers. 

Local business in holiday goods has 
been slow as far as the retailers’ sales 
to consumers are concerned. However, 
the week opened up with very large 
crowds out to start the Christmas shop- 
ping and by this time the business has 
become very heavy with indications of 
breaking last year’s record for retail 
sales, 

The nature of the orders coming into 
this center indicate depleted retail 
stocks and the future orders are still 
being taken by road salesmen in excess 
of last year’s volume. 

The car shortage has eased up con- 
siderably and business has seemed to 
lose some of its unnatural and inflated 
condition. By the first of the year it is 
expected that most lines of merchandise 
will be on a more solid basis. In fact, 
the announcement of the steel prices 
for the first quarter of 1923 indicates 
that business is settling down to a 
steady stride without hectic fluctuations 
either up or down. The steel prices for 
the next quarter will be the same as 
those now ruling. It is felt that de- 
mand will slacken somewhat to see 
whether there will be a break and this 
may result in easing of prices on some 
lines. However, the fact remains that 
present prices have not been in effect 
long enough to give manufacturers a 
chance to recoup some of their losses or 
make their usual profit, and it is thought 
that due to increased costs as little will 
be done as possible to reduce prices. 

Operations of the local steel mills 
have been slightly increased, and the 
leading producer and the leading inde- 
pendent have announced that they would 
accept orders but no contracts for the 
first quarter of 1923 at the present quo- 
tations on bars, plates, shapes and 
sheets. 

Car loadings still show satisfactory 
movement of grain and commodities. 
There is a slight decline in merchandise 
freight. There is a declining trend in 
some of the metal markets as demand 
has not been as insistent as it was a 
few weeks ago. 

Building permits for the first fifteen 
days of November for Chicago, Oak 
Park, Evanston, Glencoe and Winnetka 
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totaled over $11,000,000. This will 
make the total for the month around 
$22,000,000, which indicates that build- 
ing operations are keeping up in good 
shape despite cold weather. 

A heavy snow for early winter has 
done much for the wheat in some of the 
central states and has helped the water 
supplies, which have been low for some 
weeks in rural districts. 

Jobbers will be very busy up until 
Christmas with small orders, as larger 
business will not begin to come in again 
until after the retailer has finished his 
holiday business and taken inventory. 
Collections are reported to be improved 
and some jobbers report that their loss 
through bad accounts this year have 
not been out of the ordinary despite 
the large number of failures. 

Alarm Clocks.—The alarm clock and 
cheap watch makers are not making 
much headway in filling their orders, as 
new business keeps piling in on them 
faster than they can fill their back 
orders. Some factories announce they 
are out of the market until March 1 
and one prominent watch factory until 
July 1, 1928. 


We quote 
f.o.b. Chicago: 





from jobbers’ stocks, 

America, $11.40 doz. 
lots, case lots, $11.04; Blue Bird, 
$13.20 doz. lots, case lots, $12.84; 
Black bird, $18.96 doz. lots, case lots, 
$18.36; Bunkie, $20.88 doz. lots, case 
lots, $20.16; Lookout, $13.20 doz. lots, 
case lots, $12.84 doz.; Sleepmeter, 
$15.12 doz. lots, case lots, $14.64 doz. 


Automobile Accessories.—Considera- 
ble effort has been put into advertising 
this line for gifts at Christmas time, 
and it is said to be meeting with suc- 
cess. Sales continue to be in good vol- 
ume. Winter accessories will be in 
larger demand as the weather has defi- 
nitely turned cold. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Jacks, No. 46 Reli- 
able, $2.35 each; lots of 10, $2.25 each; 
Duff No. 8, $2.70 each; lots of 10, 
$2.50 each. Pumps, rose, single cyl- 
inder, 1%%4-in., $1.65 each. Skid 
Chains, Weed, single pair lots, 25 
per cent discount; dozen lots, 33 1-3 
per cent discount: lots of 50 pair, 40 
per cent discount. Inner Tubes, 

30x 3%, $1.15: red, 30x3%, 
$1.35. Spark plugs, Bethlehem Ford, 
36c. each; Bethlehem, mica type, 60c. 
each; Bethlehem, standard porcelain 
type, 46c. each; Splitdorf, 58c. each; 
lots of 100, 56c. each: Splitdorf Ford, 


50c. each; lots of 100, 48c. each; 
Champion X, 45c. each: lets of 100, 
41c. each; Champion O, 53c. each; 


lots of 100, 50c. each; Hercules Giant, 

60c. each; Hercules Junior, 35c. each. 

Axes.—The natural seasonable im- 
provement in sales continues. Factory 
deliveries are still very slow. Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$13.50 doz. base; double bitted, $18.50 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 

Bolts and Nuts.—Sales are good and 
prospects are that present prices will 
be maintained for some time to come. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 


40-5 per cent off list; small carriage 
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bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—It seems to be 
almost impossible to get shipments of 
butts, locks, etc. Prices have a strong 
tendency and demand continues to be 
the heaviest in years. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x3¥% steel butts, 
old copper and dull brass finish, in 
case lots, $3.00 doz. pr.; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.20 doz. pr.; 
heavy bevel steel inside sets, case 
lots,$7.20 doz.; steel bit-keyed front 
door sets, $1.20 per set; wrought 
brass bit-keyed front door sets, $3.30 
per set; cylinder front door sets, 
$7.50 per set. 


Baseball Goods.—Higher prices have 
been put into effect as indicated a few 
weeks ago. Orders continue to come in 
large volume and 1923 is expected to be 
a record breaker. 

Chains.—No particular difficulty has 
yet been experienced in getting stock 
of these items. Sales continue to hold 


up well. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: -in. proof. coil 


chains, $8.75 per 100 lb.; weldless coil 
chain, 50-5 per cent off list; No. 00 

4% electric welded cow ties, $2.85 per 
Oz. 


Christmas Tree Holders.—Dealers are 
buying this item at firm prices. It is 
thought that stocks will be ample to 
meet all requirements. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Ansco, $2.25 each; 
Nesco No, 12 6.40 doz. No. 14, 


$7.75 doz.; No. 16, $9.25 doz. 

Christmas Tree Lights.——Sales on 
lights and outfits have been very satis- 
factory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Genuine Mazda Lamps, 
clear, 15c. each; colored, 16%c. each. 
Discounts for qualities. 


Copper Rivets and Burrs.—Present 
prices are considered to be favorable 
and seem to be firm. The demand is 
well above the average. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


Cutlery.—The Christmas trade has 
been very heavy. Rush fill-in orders are 
taxing these departments. The demand 
on popular priced carving sets that sell 
to the consumer from $5 to $10 per set 
is very good. Some pocket knife fac- 
tories have withdrawn present prices. 

Field Fence.—Future orders are ahead 
of last year, although that is not a fair 
comparison, as last year’s future busi- 
ness was below the average. Jobbers 
are booking orders for after Jan. 1 
for shipment with March 1 dating. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 63% per 
cent discount from lists. 


Files.—The sales continue to improve 
along with other items of like nature. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; American files, 65-5 
per cent off list; Nicholson files, 50- 
10 per cent off list; Disston files, 50- 
10-10 per cent off list; Black Dia- 
mond files, 50-5 per cent off list. 


Firearms and Ammunition.—Demand 


stocks, 
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continues strong with factories behind 
on orders. 
Food Choppers.—Seasonable demand 


continues to increase local sales. The 
market is firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Universal, No. 
$12.15; No. 1, $15; No. 2, $18.20; No. 3, 
$24.30. 

Galvanized Ware.—Stocks continue to 
move freely, especially the seasonable 
items such as ash cans, hods, etc. Heavy 
galvanized tubs and pails are short in 
some jobbers’ stocks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized water pails, 8-qt., $1.85 doz.; 
= -qt., $2 doz.; 12-qt., $2.35 doz.; 

14-qt., $2.50 doz. Galvanized wash 
tubs, No. 1, $5.85 doz.; No. 2, $6.60 
doz.; No. 3, $7.75 doz. 

Garden Hose—Future sales are 
heavier than last year. Some manufac- 
turers have advanced prices and others 
have withdrawn their quotations. Local 
firms have not yet announced any ad- 
vances to the trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 5¢-in. two ply molded 
hose, 9% to llc. per ft.; %-in. cord 
hose, 8% to 10c. per ft.; %-in. 
wrapped hose, 9% to 12c. per ft. 
Glass Oven Ware.—This line is being 

featured in nearly every hardware store 
in this section. Sales have been tre- 
mendous and the entire line seems to 
be a winner for Christmas trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago Casseroles, round, 
No. 167, $12 doz.; No. 168, $14 doz. ; 


No. 183, $12 doz.; No. 184, $14 doz. Cas- 
seroles, oval, No. 193, "$12 doz.; No. 
194, $16 doz.: No. 197, $14 doz. Pie 
Plates, No. 202, $6 doz.; No. 203, $7.20 
doz.; No. 209, $7.20 doz. Bread Pans, 
No. 212, $7.20 doz.; No. 214, $12 doz. 
Utility Pans, No. 231, $8 doz.; No. 
232, $14 doz. Tea Pots, 2-cup, $20 
doz.; 4-cup, $24 doz.; 6-cup, $28 doz. 


Glass and Putty.—Sales are heavy 
and demand looks as if it will continue 
for some time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 838 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100 Ib., 
kits, $3.65; commercial patty, $3.60; 
Glazier’s Points, No. 1, 2 and 3, one 
doz. packages, 65c. 


Hammers.—Deliveries from manufac- 
turers have not improved. Makers still 
claim they are sold up for several 
months. The market is strong at pres- 
ent prices and sales are lively. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first qual- 
ity nail hammers, $12 per doz.; Com- 
petitive forged nail hammers, $6 to 


$9 per doz.; cast steel hammers, $4 
per doz. 


Hatchets.—Considering the season, 
sales are very active. Manufacturers 
are slow in deliveries. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $16 doz.; Competitive 
grade, $12 doz.; warranted shingling 
hatchets, $12 doz.; Competitive 
forged shingling hatchets, $8 doz. 


Hickory Handles.— Advances are 
prophesied. Deliveries are slow and the 
demand continues to be exceptionally 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 hickory axe 
handles, $3 doz.; No. 2, $2 doz.; finest 
selection second growth white hick- 
ory, $6 doz.; special white growth 
second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 90c. 
doz.; second growth hickory — 
and hammer handles, $1.40 d 
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Hinges.—Stocks are very low, both at 
factories and jobbers. 


We quote from jobbers’ stocks, 
f.o.b. Cae an 4 strap hinges 
in bundles, at 98c.; 5-in., $1.12; 
6-in., $1.54; 8-in., $2. 55; 10-in., $3.90 
per doz. pairs. Extra heavy T hinges 
in bundles, 4-in., $1.41; 5-in., $1.50; 
6-in., $1.85; 8-in., $3.20; 10-in., $4.55 
per doz. pairs. 


Ice Cream Freezers.—Future sales 
are ahead of last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Peerless and Alaska, 


1 qt., $2.95; 2 qt., $3.45; 3 qt., $4.10; 
4 qt., $5, less 20-10 per cent. White 
Mountain, 4, te ee: lqt., $4.90; 
2 t yy $6.90; 4 at., $8.30; 
$10 q ‘Qt, $13.50; 10 qt., 
$184 i: 12 — ’ $01.6 , less 50 per cent. 
Arctic, 3 Gt... 3. Soe 2 qt., $4.60; 3 qt., 
$5.45; 4 qt., $6.80; 6 qt., $8.60; 8 qt., 
$11.10, less 50 per cent, 


Ice Skates.—Shipments are far ahead 
of last year. The cold snap started a 
heavy city demand which shows stocks 
were very low. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp rocker, 
men’s and boys’ bright finish, 70c. 
per pair; key clamp hockey, $1.03 
per pair; half key clamp hockey, 
women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and 
girls’ $1.26 per pair. 


Lanterns.—Jobbers’ stocks are in 
good shape, but factories are unable to 
ship all patterns promptly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 tubular, $6.90 
per doz. Monarch tin lanterns, hot 
blast, $8.25 per doz. No. 2 Dietz 
cold blast lanterns, $13.00 per doz.; 
with large founts, $14.25 per doz.; 
scout, $6.00 per pair. 


Lawn Fence and Gates.—Orders for 
shipment Jan. 1 with March 1 dating 
are being booked in very satisfactory 
volume, which exceeds last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 


Lawn Mowers and Grass Catchers.— 
A good volume of future orders is stil! 


coming in. 
We quote from jobbers’ stocks, 
f.o.b. Chicago 12-in., $5.20 each 
net; 14-in., $5.50 each net; 16-in., 


$5.85 each net; 18-in., $6.20 each net. 
Ball bearing lawn mowers, 4 
blades, adjustable bearings, §8-in. 
drive wheel, finished in gold, alumi- 
num and blue, 14-in., $7.50 each net: 
16-in., $7.80 each net; 10%4-in. raised 
open drive wheel, 4 tempered steel 
blades, reel 6-in. diameter, finished 
in aluminum, gold and green, red 
and gold striped, $9.50 each net. 
Same, 16-in., $9.95 each net; same, 
18-in., $-0.45 each net; 20-in., $11.15 
each net. 

Grass catchers, wire frame, ad- 
justable heavy iron bottom, white 
duck, for mowers 12 to 16-in., $9.00 
per doz. net. Same for mowers 16 to 
20-in., $10.50 per doz. net. 


Nails—No improvement in_ local 
stocks has been noted. The cold weather 
is expected to slow up the demand some- 
what. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.45 per keg base. 

The extra for galvanized nails is 
now $1.50 for 1 in. and longer, $2.00 
for shorter than 1 in. 


Oil Heaters.—Better weather condi- 
tions has brought out a larger demand 
for this line. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Florence black oil 
heaters, $7.00 each, list; nickel 
trimmed, $8.50 each, list; blue enamel, 
$10.50 each, list, all subject to 30-5 
per cent discount. Perfection Oil 
Heaters, black, $6.75 each, list; nickel 
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trimmed, $8.25 each, list; blue enamel, 
$10.50 each, list, all subject to 30 per 
cent discount. 


Paints and Oils—The demand con- 
tinues to be very good. Prices have 
been very firm the last few weeks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Linseed oil, raw, 
barrel lots, $1 per gal.; 5 barrel lots, 
95c. per gal. Linseed oil, boiled, bar- 
rel lots, $1.02 per gal.; 5 barrel lots, 
97c. per gal. Turpentine, in barrels, 
$1.76 per gal. Denatured alcohol, in 
barrels, 42c. per gal. White lead, 100 
Ib. kegs, 18%4c. per lb.; 50 Ib. kegs, 
1344c. per Ib.; 25 lb. kegs, 12%c. per 
lb.; 12% Ib. kegs, 13%c. per lb. Dry 
paste, in barrels, 64%c. per lb. Shellac 
(4-lb. goods), white, $3.95 per gal.; 
orange, $3.70 per gal. English Vene- 
ae ret. in barrels, $3.50 to $6.75 per 


Radio.—The prize Christmas gift of 
years will be a radio set. Sales on 
moderate priced sets have shown a nice 
increase for holiday trade. 


Refrigerators.—The future demand 
has been heavy enough to cause the ma- 
jority of manufacturers to announce 
they were sold up until April 1. 


Roofing and Building Paper.—Sales 
continue heavy despite the lateness of 
the season. 


We quote from jobbers’ stocks, 
f.o.b Chicago: Best grade _ slate 
surfaced prepared roofing, $1.85 per 
square; best tale surfaced, $3.25 per 
square; medium tale surfaced, $1.60 
per square; light tale surfaced, 90c. 
per square; red rosin sheathing, $55 
per ton. 


Rope.—Spring orders are heavier 
than last year. Sisal rope prices have 
reacted from the recent decline, and 
have advanced 1c. per pound. Manila 
prices are reported strong, with ad- 
vancing tendency. Current sales are 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 16%4c. to 18%c. 
per lb.; No. 2 manila rope, 15%c. to 
16%c, per Ib. base; so-called hard- 
ware grade manila rope, 15%c. Ib.; 
No. 1 sisal rope, highest quality, 
standard brands, 13%c. to 15%c. per 
lb. base; No. 2 sisal rope, standard 
brands, 12%c. to lie. per Ib. base. 


Sash Cord.—Sales continue heavy. 
Higher prices have not hurt the de- 
mand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 sash _ cord, 
standard brands, $9.85 per doz. hanks; 
No. 8, $11.40 per doz. hanks. 

Sash Weights.—Prices still show 


higher tendencies. Demand remains 


good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Sash weights, $50 per 

ton. 


Screws.—Present prices are expected 
to hold until the first of the year at 
least. Sales are very good. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-5 per cent new list; round 
head blued; 75-20-5 per cent new 
list; flat head brass, 78-5 per cent 
new list; round head brass, 70-20-5 
per cent new list; japanned, 70-20-5 
per cent new list. 

Shearing and Clipping Machines.— 
Orders are being booked in excellent 
volume. Due to spell of warm weather 
in Southern states, many dealers are 
ordering their horse clipping machines, 
plates, grinders and parts now. Deal- 
ers would do well to look up their 


stocks now. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Stewart No. 1 Ball 
Bearing Clipping Machine, $10.75; 
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No. 360 Top Plate, $1.00; No. 361 
Bottom Plate, $1.50; dealers’ discount 
25 per cent. Stewart Electric Clip- 
ping Machine, all standard voltages; 


hanging type, $80.00, f.o.b. Chicago; 


pedestal type, $85.00, f.o.b. Chicago; 
dealers’ discount 25 per cent. 


Sleds.—Sales are very good. Jobbers 
can hardly obtain stock enough and 
shortage is expected before the season 
is advanced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 33-in., $11.00 doz.:; 36- 
in., $13.50 doz.; 40-in., $16.00 doz.;: 
45-in., $20.50 doz.; 56-in., $27.00 doz. 


Snow Shovels.—Sales continue to im- 
prove as the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Galvanized _ steel 
snow ee ribbed steel blade, 714 
x 10-in., ash D handle, $2.50 per doz. 
Same ribbed steel blade, 21x 16-in., 
reinforced back, D handle, $10.90 per 
doz. Same spring steel blade, 16x 
tg in., japanned D handle, $10. 30 per 


Solder and Babbitt Metal.—Prices re- 
main firm at a high level. Sales are 
excellent. 


We quote from_ jobbers’ 
f.o.b. Chicago: Warranted 50-50 
solder, $25 per 100 Ib.; medium 45- 
55 solder, $24 per 100 Ilb.; tinners’ 
40-60 solder, $23 per 100 Ib.; high- 
speed babbitt metal, $20 per 100 Ib.: 
ee No. 4 babbitt metal, $10 per 


Steel Goods.—Dealers are placing 
liberal future orders. Because of the 
high price of coal, coke, steel, ash and 


stocks, 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Dec. 2. 


ETAIL hardware dealers in this 

territory made a good business 
showing in November, and this fact 
was reflected in wholesale sales, which 
averaged many thousand dollars above 
those for November, 1921. To what 
extent the Thanksgiving trade figured 
in November hardware sales is difficult 
to determine just now. It doubtless 
was a factor in the market, but as the 
years roll past, the Thanksgiving trade 
appears to be less and less important. 
The hardware business has been good 
in New England for so long a period of 
years, seasons, with the exception of 
the Christmas, appear to have lost a lot 
of their individuality. When a retail 
house, for instance, has a good general 
business month after month, the 
analysis of special lines trade somehow 
gets sidetracked. The fact that season- 
able and unseasonable goods are selling 
well, most of the time, is sufficient. 
The average retail dealer is too busy, 
under the circumstances, to analyze. 
He is commercializing, successfully, 
and that’s enough. 

But we are coming up to the highly 
important Christmas trade season with 
the retail trade, generally, in a sound 
healthy condition. Wholesale houses 
report a decided improvement in collec- 
tions; retail stocks are or will be ample 
for trade requirements, but not exces- 
sive; deadwood has been largely elimi- 
nated; everything appears well bal- 
anced. Under these conditions the 
hustling retail firm should make a 
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labor, as well as poor transportation, 
the steel mills are behind on orders. 


Steel Sheets.—The market remains 
very firm, though it has been announced 
that there will be no advances for the 
first quarter of next year. Deliveries 
have improved and local stocks are in 
good shape. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 lb.; 28-gage 


black sheets, $4.85 per 100 Ib. 


Stove Pipe and Elbows.—Stocks are 
getting into better shape. Recently 
this merchandise was very hard to ob- 
tain just at the time when orders were 
the heaviest. Fireplace fixtures and 
screens continue in good demand with 
stocks low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stove pipe, 6-in., 30 
gage, $12 per 100 joints; 28-gage, $14 
per 100 joints; 26-gage, $16 per 100 
joints. Elbows, 6-in., 30-gage, $1.25 
doz.; 28-gage $1.50 doz.; 26-gage, $1.75 
doz. Coal hods, galvanized, 17-in., 
$5 per doz. Stove boards, Crystal, 
33-in., $20.85 per doz. 

Toys.—This line continues to be a 
winner with the hardware trade. De- 
mand for Christmas stocks has been 
very heavy. Many new toy accounts 
have been opened in this section and 
stocks will go into many hardware 


stores for the first time. 
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gcod clean-up Christmas time, and come 
up to a stock taking time in a far 
better condition than last year. Whole- 
sale firms are in the same boat. New 
England, industrially, is busy and labor 
well paid. Money for building purposes 
is cheap and construction in the spring 
presumably will be on a large scale. 
The general public is shorter of goods 
than the retail or wholesale dealer, no 
matter what line of merchandise one 
wants to figure on. The transportation 
situation will be better after winter be- 
cause the carriers will have received 
much of the rolling stock they have 
ordered. Taxes ought to work lower 
within the next year or two. We are 
in for prosperity. 

Automobile Accessories.—New regu- 
lation tail lamps and tire chains hold 
the center of the automobile accessories 
stage in both wholesale and retail 
houses. The market for tail lamps is 
quite active. Manufacturers, although 
making them up for several months, 
are unable to keep up with demands, 
and retail hardware dealers in some 
cases are still without sufficient goods. 
The demand for tire chains is not brisk, 
yet is steadily increasing. The auto- 
mobile tire situation appears to have 
undergone a decided change within the 
past month or so. Instead of a de- 
moralized market, the upward trend of 
prices on rubber, cotton fabric and 
other materials entering into the con- 
struction of mechanical rubber goods 
and tires, has resulted in firmer produc- 
ers’ ideas as to finished product values. 
Talk of a general advance in tire prices 
on or shortly after the turn of the new 
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Traps.—The demand continues to be 
excellent. The high price of furs is 
responsible for the demand, as more 
people are trapping this season than 
usual. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: No. 0 Victor, $1.53 


doz.; No. 1, $1.83 doz.; No. 1%, $2.75 
doz.; No. 2; $3.60 doz.; i 


Jump, $2.20 doz.; No. "1%, $3.17 doz.; 
No. 2, $4.88 doz.; No. 115X Triple 
Clutch, $2.75 doz.; No. 215X Triple 


Clutch, $4.88 doz. 


Wire Goods.—Future orders are well 
ahead of last year. All indications 
point to a very heavy season, with pos- 
sible shortages on wire products. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.20 per 100 Ib.; catch weight 
spool galvanized cattle or hog wire, 
$4.10 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3. 58 per spool; No. 8 
galvanized plain wire, $3.70 per i100 
Ib.; polished fence staples, $3.75 per 
100 lIb.; catch weight pects painted 
barb wire, $3.75 per 100 Ib.; 12 mesh 
black wire cloth, $1.85 per 100 sq. ft.; 
12 mesh galvanized wire cloth, $2. 15 
per 100 sq. ft.; galvanized before 
poultry netting, 56 per cent discount; 
galvanized after poultry netting, 51 
per cent discount. 


Wrenches.—Very satisfactory sales 
are reported and prices are firm. 
from jobbers’ stocks, 
f.o.b. Chicago: Agricultural 
wrenches, 60 per cent; engineers’ 


wrenches, 40 per cent; knife handles, 
50 per cent. 


We quote 


year is common throughout the trade. 

Bicycles.—Certain retail hardware 
dealers are planning to make a feature 
of bicycles in the holiday trade. Even 
though sleds, skates, etc., are in order 
at Christmas, the average kid is pleased 
with a gift of a bike. And many of 
the older boys and girls want bicycles, 
as well. The use of the bike as a 
means of transportation to and from 
school is growing rapidly. In a great 
many instances, the school authorities 
have been obliged to make provision for 
the storage of bicycles during lesson 
hours, because of the large number of 
them used by the students. Manufac- 
turers of bicycles in this territory are 
getting ready for a big 1923. Only a 
short time back they announced a 40 
per cent reduction in 1923 prices, which 
brings the price on bikes down to a 
point accessible to a large number of 
people. 

Bolts and Nuts.—The long expected 
adjustment in local bolt and nut prices 
has materialized, the advance amount- 
ing to approximately 5 per cent. On 
some items no change has been made. 
For instance, stove bolts remain at 70 
and 5 off the list, and tap bolts are still 
quoted list prices. Stove bolts at 70 
and 5 per cent discount are exactly 
where they were in 1916. During the 
latter part of that year they changed 
from 75 to 70 and 5 off list. The de- 
mand for bolts and nuts holds up well, 
but the great majority of orders booked 
locally concern small amounts of stock. 
Stocks are in fairly good condition, and 
better deliveries are being made by the 
manufacturers: 
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Prices— December 4, 1922 
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nuts, % x 4 in., shorter and smaller 
cut threads, 40 per cent discount: 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 35 per 
cent discount; tap bolts, list; common 
carriage bolts, 30 per cent discount: 
Empire tire bolts, 50 and 10 per cent 


discount; stove bolts, 70 and 5 per 
cent discount. 
Nuts.—H. P., all kinds, $1 off list; 


Cc. P. C. & T., all kinds, $1 off list; 

check nuts, ist; semi-finished hexagon 

nuts, 9/16-in. and smaller, 65 and 10 

per cent discount; larger, 60 per cent 

discount; finished case-hardened nuts, 

50 per cent discount. 

Bottles.—Quite a little activity is 
manifested in the market for vacuum 
bottles. As has been noted for some 
time, the demand runs almost ex- 
clusively to the American product, 
people having awoke to the fact that it 
does not pay in the long run to buy 
cheap bottles. Some of the retail trade 
seem convinced that this Christmas 
season on bottles will be the best on 
record, but dealers in general are not 
as optimistic, although they anticipate 
a good business. 

We quote from 
stocks: 

Bottles.—Thermos and Universal, 
brown, pints $1.75 each, quarts $3; 
green, pints $2, quarts $3.25; plain 
nickel, pints $3, quarts $4.50; corru- 
gated nickel, pints $2.75, quarts, $4.25. 

Fillers. aoe int sizes, $1.10; quart 
sizes, $1.75. 

Discount.—25 and 10 per cent. 


Brushes.—Certain makes of floor 


Boston jobbers’ 


situation appears stronger than ever, 
and well posted houses say it would not 
surprise them to see higher prices 
early next year, if not sooner. 


Canned Heat.—The market for 
canned heat and accessories keeps 
plugging along in a_ satisfactory 
manner. There are no fireworks, the 
demand being moderately large and 
steady. Rents have not gone down, as 
people thought they would. Instead, 
they tend upward. In addition, New 
England, but more particularly greater 
Boston, is paying more for food and 
clothing, while the cost of shoes is only 
slightly under peak prices. All of 
which means that many single men and 
women are finding it difficult to spread 
the pay envelope out over the weekly 
necessities of life. They have to 
economize wherever possible. Boarding 
house interests report more people get- 
ting breakfast in their rooms than ever 
before. This fact possibly helps to ex- 
plain the steady demand for canned 
heat. 

We quote from Boston jobbers’ 
stocks: Sterno, $10.80 per gross, in 
any quantity; Theroz, $14.70 per 
gross, in any quantity; No. 4006, 90c. 
per doz. net or $10.80 per gross; 
larger size, $2.10 per doz. Sterno 


cooking ware, No. 4001, stand with 
boiler (small), $9 per doz.; No. 4041 


ner, $24 per doz.; double burner, $30 
per doz.; discount, 334% per cent. 

Theroz Cooking Ware. — Paragon 
burners, 10c. each; No. 4 burners, $2 
per doz. ; Continental (copper), $4 per 
doz.; Continental (nickel), $3 per 
doz.; blue flame stoves, two burners, 
$2.35 each; combination mess kits, 
$3.33 each. 


Clippers.—The sale of all kinds and 
makes of clippers, while not brisk, is 
remarkably good for this time of the 
year. Prices apparently are on a much 
more satisfactory basis than they were 
a short time ago. That is, there is 
less cheap stock finding its way on the 
market, and this tends to check price 
cutting on the better kinds. 


We quote from Boston jobbers’ 
stocks: 

Toilet he i yee Flexible 
Shaft A-1, $1.50 each; Khedive, $1; 
Pilgrim, No. 00, $1.10; ‘Plymouth, No. 
0, 95¢e.; No. 00, $1.10; Success, No. 1, 
$1.50: No. 0, $1.65; No. 00, $1.88; 
Capital, No. 1, $2.35: No. 00, $2.60; 
Andis. No. 0, 00 and 000, $2.75; Amer- 
ican Gentleman, $1.50, list. 

Stewart No. 1 Ball Bearing Clip- 
ping Machine, $10.75: No. 360 Top 
Plate, $1; No. 361 Bottom Plate, $1.50; 
dealer’s discount, 25 per cent. 

Stewart Electric Clipping Machine, 
all standard voltages; hanging type, 
$80. f.0.b. Chicago: pedestal type, $85, 
f.o.b. Chicago; dealer’s discount, 25 
per cent. 


Cooking Ware (Glass).—Glass cook- 
ing ware of all kinds and makes is 
moving out of stock in volume. It 
clearly will be a big Christmas season 
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in this class of merchandise. One 
manufacturer this year put out a glass 
tea pot. The sale of it in this territory 
has been tremendous and almost un- 
believable. Jobbers are _ practically 
cleaned up, with only one of them hav- 
ing prospects of getting in more before 
the Christmas holiday trade opens with 
retailers. One jobbing house says it 
could sell 2000 more of these tea pots 
if it had them, and do so within a week. 


We quote from Boston jobbers’ 
stocks: 

Casseroles.—Round, deep 1-qt., $1.50 
each; 1%-qt., $1.75; round, shallow, 
1-qt., $1.50; 1%4-qt., $1.75; round, in- 
dividual, 8-oz., 70c. 3 round, standard, 
1-qt., $1. 50; 14%-qt., $1.75; oval, shal- 
low, beefsteak, 1l-qt., $1.50; 1%-qt., 
$1.75; —_ standard, 1-qt., $1.50; 1%- 
at., $1.75 


Pudding Dishes.—Round, deep and 
round, standard, 1-qt., 85c. each; 1%- 
qt., $1; 2-qt., $1.20; oval, shallow and 
oval, standard, 1-qt., 85c. each; 1%- 
qt., $1; 2-qt., $1.20. 

Baking Dishes. — Oval, shallow, 
9-oz., 40c. each; 12%-oz., 55c.; 18%- 
oz.; 60c. Individual pie disn, round, 
6-0z., 25c. each; 8-0z., 30c.; 12-0z., 


40c. 
Pans.—Bread, 90c. and $1.50 each; 
25; cake, round, 


biscuit, 85c. and $1. 
75c.; square, $1 and $1.50. 
Pie Plates.—Narrow rim, 75c. and 
90c. each; wide flange, 50c. to $1.10. 
Custard Cups.—Round, 4-oz., 20c. 
each; 6-0z., 25c.; oval, 5-0z., 30c.; 

French pattern, 4-0z., 20c.; 6-0z., 25c. 

Bean Pots.—Round, $1, $1.75 and 
$2.50 each. 

Terms.—Jobbers’ terms are 334% 
cent off list. 

Cotton Twine.—Cotton twine prices 
have been advanced, for the second time 
within two months. The higher prices 
are due entirely to the increased cost 
of the raw staple. With a threatened 
shortage of cotton before the new crop 
is grown and picked, the chances for 


lower twine, etc., are mighty slim. 

Cutlery.—Cutlery is going good, al- 
though jobbing houses admit buying 
could be better. Among certain retail 
dealers there was a tendency to hold off 
from buying until after Dec. 1, so that 
payment for goods will not have to be 
made until Jan. 10. Other retail deal- 
ers, however, are covering their re- 
quirements freely. One of them the 
other day stayed in a jobbing house two 
hours after closing time buying cutlery. 
Although some of the cutlery manufac- 
turers recently withdrew prices, no 
change in local jobbers’ lists are an- 
nounced. When a jobber gets out of a 
line of goods, he sells them at “prices 
ruling date of shipment from factory,” 
because of the uncertainty of the price 
outlook. It is commonly felt here that 
prices will be higher all around after 
the turn of the year, which accounts for 
the rather heavy orders being placed by 
a few of the largest and strongest re- 
tail dealers. 

Drilis and Reamers.—Individual 
orders being booked for drills and 
reamers are smaller than they were 
last month or two months ago, but 
there apparently is no decrease in the 
aggregate number of orders received 
daily by the jobbing trade. Nothing 
new has developed in the price situation. 
Most everybody keeps on expecting 
higher prices, but the manufacturers 
evidently are taking no steps in this 
direction. 


per 


We quote from Boston jobbers’ 
stocks: 
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Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 70 and 
10 per cent discount; bit stock drills, 
60 and 5 per cent discount; center 
drills, 65 and 5 per cent discount; 
drills and countersinks combined, 30 
per cent discount, ratchet drills, 35 
per cent discount; wood boring brace 
bits, 50 per cent disount; high speed 
drills, 50 and 10 per cent discount; 
jobbers, letter and number sizes, 50, 
10 and 5 per cent discount. 

Reamers.—Bit stock, 30 per cent 
discount; bright square and T. S. 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; tap- 
ered pins, 40 per cent discount; 
escutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


Electrical Goods.—Most of the vari- 
ous kinds of electrical apparatus of- 
fered by jobbing firms are selling, and 


improved business should develop 
within the next ten days. 
We quote from Boston jobbers’ 


stocks: 

lrons.—Hotpoint, 30 per cent dis- 
count; Damanco, in lots of five or 
more, $3.35 each; in lots of less than 
five, $3.50 each; Sheldon, $3.25 net 
each; Universal nickel plated, No. 901, 
$7.50 each; No. 902, $6.75; No. 905, 
$6.75; No. 708, $8.75; No. 9021, $6.50; 
No. ‘9023, $6. 35; No. 9051, $8. is- 
count, 30 per cent; 12 pieces or more, 
30-5 per cent; 24 pieces or more, 30- 
7% per cent. 

Heaters.—Hotpoint, 30 per cent dis- 
count. Universal, No. 9952, sunburst 
type, $11.50 list; discount, 30 per cent. 

Percolators.—Coffee, Universal, No. 
9166, nickel, $22; copper, $23.50; sil- 
ver, $26.50 each; No. 9169, nickel, 
$24.50: copper, $26; silver, $29; No. 
159, $2.50 each net. Discount, 30 per 
cent; 12 pieces or more, 50-5; 24 
pieces or more, 30-74% per cent. 

Toasters.—Universal, nickel, No. 
945, $7.50 each; No. 946, $6.75. Dis- 
count same as on other goods. Re- 
verso, $5.75 net each; Star, $3.76 net 


each. 
Grills.—T'niversal, nickel, No. 984, 
$12.50 each: No. 982, $11.50. Discounts 


same as on other goods. 

Heat-Pads.—Universal, nickel, No. 
9940, $10.75 each. Discounts same as 
on other goods. 

Curling trons.—Universal, nickel, 
No. 9901, 96.25 each; No. 99011, $6.75. 
Discounts same as on other goods. 

Ranges.—Two-burners, with grill 
and ovens, No. 9688, $31.50. Discount, 
30 per cent. 

Thermax Line.—Curling iron, $36 
per doz.: household iron, $40; toast- 
ers. $40; heating pads, $40 and $60: 
percolators, $60; disc stove, $69; radi- 
ators, $72; grill, $80; waffle iron, $97. 
Fishing Tackle.—The retail trade 

have practically placed their orders for 
fishing tackle for next season. Manu- 
facturers and wholesale houses find that 
while orders have been placed with 
more care than usual, the volume is 
very satisfactory, and indications are 
the turnover in this class of merchan- 
dise will be large during the coming 
season. Indications also suggest higher 
rather than lower prices on many fish- 
ing tackle items. Imported goods are 
subjected to increased duty charges, 
and these are reflected in wholesale 
quotations on some foreign items, at 
least. 


Fuse Plugs.—Fuse plugs are selling 
well, although not in a _ spectacular 
manner. More and more retail firms 
are going into this business, especially 
those making a showing on electrical 
goods. 

We 
stocks: 
Fuse Plugs.—All sizes, in lots of 
less than 50, $4.50 per 100; in unit 
boxes (50 plugs), $3.25 per 100: in 
standard packages (500 plugs), $2.65 
per 100 


Gas Mantles—As the days have 


quote from Boston jobbers’ 
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grown shorter and the evenings longer, 
sales of gas mantles have increased. 
Quite a few of the retail trade are find- 
ing these a profitable side-line. 

We quote from Boston ‘jobbers’ 
stocks: 

Gas Mantles.—Full value, Tc. each; 
Comet, 10c. -each; Guaranteed, 16c. 
each; No. 1, assortment of 50 man- 
tles, 

Hack Saws.—The movement of hack 
saws out of local wholesale stocks holds 
up splendidly. Average individual 
orders received call for small lots, but 
some sizable ones are continually show- 
ing up, so that collectively business is 
very satisfactory. Prices are reported 
as steady and unchanged. 

We quote from Boston jobbers’ 
stocks: 

Hack Saws.—-Standard makes, in 
full packages, 334% per cent discount; 
broken packages, 25 per cent discount; 
stock in gross lots or larger, 30 and 
10 per cent discount. 

Heaters.—Snow and colder weather, 
without any noticeable let-down in the 
anthracite supply situation, have 
created a slightly better sale of oil 
heaters, say the retail trade. This fact,. 
however, is not reflected in the whole- 
sale market, which continues dull and! 
uninteresting. 

A me quote from Boston 
8 

Oil Heaters. —Danglar line, No. 251, 
$6.65 each; No. 261, $8; No. 266, $9.50; 
No. 271, $10.75. Discount %o the 
trade, 33% per cent. 

Florence line, black, $5 each; by 
the dozen, $4.65 each; nickel, $6.10 
each, by the dozen $5. 70 each; blue, 
$7. 50 each, by the dozen $7 each; 
large heaters, capacity approximately 
1% gal. of oil, black, $8.50 each, by 
the dozen $8 each; nickel, $9.75 each, 
by the dozen $9.35 each; blue, $12.25 
each, by the dozen $11. 75 each. All 
prices net. 

Hockey Sticks.—No letup in the de- 
mand for hockey sticks is noted. These 
goods will be in short supply later on. 


Prices are unchanged. 


jobbers’ 


We quote from Boston jobbers’ 
stocks: 
Hockey Sticks.— Popular § selling 


numbers, boys’, ash, $3.60 per doz.; 
men’s rock elm, $7.75 per doz.; spe- 
cial high grade, $13.50 per doz. 


Ice Skates.—With the approach of 
the skating season (kids already having 
tried out the ice on the Boston Common 
frog pond) there is the usual rush of 
those who have delayed placing their 
orders for ice skates. While stocks in 
jobbers’ hands are in fair condition at 
the moment, there is a possibility of a 
scarcity later, especially if weather 
conditions continue favorable for ice. 


We quote from Boston jobbers’ 
stocks: 


Ice Skates.— Boys’ key clamp 
skates, 75c. per pair and upward. 
Girls’ key clamp strap heel skates, 


$1 per pair and upward. 

Outfits. — Welt shoes, 
skates, boys’ and girls’, 
outfit and upward. 


Lead.—Although not actually higher, 
the market for sheet lead is very 
strong. Since the last advance in job- 
bers’ prices, the pig lead market has 
moved up two notches, consequently 
hardware values are out of line. 


Po quote from Boston jobbers’ 
stocks: 
Sheet Lead.—13c. per lb., base list. 


Roller Skates.—A slight advance in 
local jobbing prices on certain makes 
of roller skates is noted. The advance 


hardened 
$4.35 per 
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amounts to about 5 per cent on ball 
bearing kinds. On common varieties, 
prices remain as heretofore. 


Rope.—The local market on sisal 
rope is 1 cent a pound higher and now 
on a 16 cent basis. Two-ply hay rope 
and lath yarn also have been jacked up 
as much. Manila rope remains as here- 
fore. It will be recalled Manila rope 
about a month ago was reduced 1 cent, 
and sisal 2 cents a pound. 


We quote from Boston jobbers’ 
stocks: 
Rope.—Manila, 19c. per lb. Sisal 


rope, 16c. per lb. Hay rope, two-ply, 
16c. per lb. Lath yarn, C133 thread, 
15c. per lb; D200 thread, 16c. 


Shields.—Because of the advance this 
week in bolts and nuts, and the recent 
adjustment in screw values, the market 
for shields is sentimentally firmer, with 
a tendency among many jobbing houses 
to tighten up on discounts allowed for 
broken packages, 


We Ly from Boston jobbers’ 
stocks: g screws expansion shields 
in full kegs, 70 and 5 per cent dis- 
count; in broken packages, 70 per 
cent. Machine bolts expansion 
shields, in full kegs, 65 per cent dis- 
count; in broken packages, 50 and 10 
per cent discount. Lead screw an- 
chors, 75 per cent discount for full 
kegs; in broken packages, 70 per cent 
discount. 

Shovels.—New jobbing quotations are 
out on steel shovels, which show an 
advance of $1 to $1.25 a dozen. The 
new prices are in keeping with those 
just issued by the manufacturers, who 
find the cost of production has necessi- 
tated a higher market. 

Steel Goods.—In line with the higher 
prices on shovels, all steel goods such 
as farming tools, have been moved up 
approximately 20 per cent both by the 
manufacturer and jobber. The ad- 
vance, of course, will apply to goods 
to be sold by the retail trade next 


spring. 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Dec. 4. 


HILE matters in the local steel 
trade in the past week were quiet, 
and there were no really important de- 
velopments, the tendency in prices on 
nearly all raw and finished steel mate- 
rials is downward. There were no rad- 
ical declines in the past week, except in 
the case of pig iron which has gone off 
further, foundry and Bessemer iron 
being 50 cents to $1 lower, while basic 
is fully $1 lower or more. Production of 
pig iron is being steadily increased by 
the blowing in of more blast furnaces, 
in spite of the fact that owners of mer- 
chant blast furnaces that sell their out- 
put in the open market, say they cannot 
market their pig iron at present prices 
and make a profit. Prices on scrap 
used in making steel are also lower. 
In finished steel products, prices are 
easing off some, rivets being weak, also 
plates, shapes and bars, the established 
price of 2 cents at mill on these prod- 
ucts in large lots having been shaded in 


HARDWARE AGE 


Sleds.—Final shipments of sleds 
ordered some time back by the retail 
trade constitute the greatest activity 
in the local jobbing market. To be 
sure, scattered belated buying is in 
evidence, but it is not much of a market 
factor. So far as the wholesale trade 
is concerned, it has been a splendid sea- 
son in sleds. It is certain, say the 
weather sharps, that New England will 
experience a great deal of snow this 
winter, which should help the retail 
hardware dealer to sell his sleds. 

We quote from Boston jobbers’ 
stocks: 

Sleds.—Allen Flexible Flier line, 
from stock, 33% per cent discount; 
from factory, 35 per cent discount, 
f.o.b. Philadelphia; Paris Mfg. Co. 
line, 40 per cent discount from list. 
Stoves—The season on air tight 

stoves is practically closed in so far as 
the Boston jobbing trade goes. Whole- 
sale houses say they could sell many 
more of these stoves were it possible to 
obtain them, but they have been unsuc- 
cessful in securing fresh consignments 
and have given it up as a bad job. 
More air tights have been sold in New 
England this season than ever before 
in the history of the wholesale hardware 
trade. 


i _ quote from Boston 
stoc 

Air “Tight Stoves.—Wheeling Carco, 
No. 418, $2.80 each: No. 421, $3.05 
each; No. 424, $3.30 and No. 427, $3.65 
each. 

Cook Stoves (Oil).—Florence line, 
2-burner, $11.40 each. net; 3-burner, 
$14.70; 4-burner, $17.75. 
Washers.—The market for washers 

has failed to derive any benefit from 
the strength of bolts and nuts. Busi- 
ness is only fair at best, and local stocks 
in most instances are quite sizable, con- 
sequently higher jobbing prices appear 
rather remote. Some houses, however, 
are selling cut washers for more than 


they did two months or so ago. 


jobbers’ 


PITTSBURGH 


the past week to the extent of about $2 
per ton by one or two of the larger 
mills. It is also doubtful whether 
prices on sheets for first quarter of 
next year, as given out last week by the 
American Sheet & Tin Plate Co. will be 
minimum of the market for very long. 
Already it is stated that one leading 
sheet mill has put out a price of 3.25 
cents at mill on large lots of black 
sheets, the price as put out last week 
by the American Sheet & Tin Plate Co. 
having been 3.35 cents at mill. It is 
said that the independent sheet mills 
have not a whole lot of orders for sheets 
for first quarter, and are willing to 
slightly shade what are regarded as the 
regular market prices to get business. 
Prices on heavy hot rolled flats have 
also gone off to the extent of about $3 
per ton, and some mills seem eager for 
business. 

Operating conditions in the steel 
trade in the Pittsburgh district are still 
close to 80 per cent of capacity, but 
whether this practically normal rate 
will continue through December is a 
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We quote from Boston jobbers’ 
stocks: 

Cast washers, %-in. and smaller, 
5%c. per Ib.; larger, 4%c. per lb.; cut 
washers, 200- lb. kegs, list less $3 per 
keg; malleable washers, 15c. per Ib. 


Wrenches.—Wrenches are beginning 
to sell more freely. Many retail hard- 
ware firms making a special drive on 
wrenches last Christmas and having 
success, will make the effort again this 
year. The wrenches will be put up in 
attractive Christmas boxes, and make 
a very acceptable gift for the mechanic 
and machinist, as well as old man 
Household Provider. Drop forged 
wrenches for dad or brother, if they 
own a car, are acceptable gifts, espe- 
cially as some of the manufacturers and 
jobbers are co-operating in putting 
these out in an attractive display 
manner. 


We quote from Boston jobbers’ 
stocks: 

Knife and Steel Handie.—Coes, 6- 
in., $15 a dozen; 8-in., $18; 10-in., 
owe 12- ry $28; 15- in., $38; 18-in., $48; 


21-in., 
Key Model.—Coes, 28-in., $18 each; 
Discount of 


36-in., $38; 48-in., $84. 
50 per cent off list is allowed on the 
above wrenches. 

Pipe Wrenches.—Stillson, Walworth 
and Trimo, 60 and 5 per cent off list; 
parts 60 and 5 per cent discount. 

Miscellaneous. — Drop forged 
wrenches, 40 per cent discount; Wes- 
eott, 25 per cent discount; agricul- 
tural wrenches, 60 per cent off list. 


Zine.—Indications are the top has 
been reached in sheet zine prices for 
the time being, at least. The raw zinc 
market has eased quite a little from 
the peak prices, the market having ad- 
vanced to a point where demand was 
curtailed for domestic metal. Weak- 
ness in prices on the other side of the 
water has been a factor in the do- 
mestic situation. 


= quote from Boston jobbers’ 


stocks: 

Zine. —In 600-lb. easks, 104c. per 
lb.; in 200-Ib. casks, 10%6c.; in 100-Ib. 
casks, 10%c.: in less than cask lots, 
11%4c. per Ib. 


question. Shipping conditions are still’ 
bad, and not much of the thousands of 
tons of finished steel that were piled in 
the warehouses of mills during the em- 
bargoes by the railroads has as yet 
moved out. The supply of box cars is a 
little better, but it has a long road to 
go yet before it will be anything like 
normal. Truck deliveries to warehouses 
of local hardware jobbers are still be- 
ing made from the mills, and this is 
likely to go on for some time yet. The 
expense entailed to the jobbers by hav- 
ing to haul goods from the mills by 
truck is heavy, but it is the only way 
to get goods, as rail shipments are de- 
layed anywhere from a month to two 
or three months. 

The railroads are keeping up thei 
heavy buying of rolling stock and other 
supplies. The Chicago, Milwaukee & St. 
Paul Railroad has just placed orders 
for 3000 coal cars, 2000 box cars and 
500 auto cars. This same road is ex- 
pected to buy at least 2000 more cars in 
the near future. Announcement has 
just been made by the St. Louis & 
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South Western Railroad that it will 
soon start to spend about $5,000,000 in 
the buying of cars and in making bet- 
terments to its lines. 

Sales books for November have been 
closed by local jobbers, and they report 
that sales last month in dollars and 
cents were better than in the same 
month last year, and would have shown 
a still larger gain had it not been for 
the great delay in getting goods 
promptly. Seasonable goods are mov- 
ing out in good volume, and so far are 
ahead of this period last year. This is 
due in part that Christmas shopping 
this year is being done much sooner 
than last year, local mercantile stores 
saying the campaign of “shop early” 
is responsible for this, and of course it 
is very pleasing to the merchants. The 
buying of sleds, skates, hockey goods 
and in fact all lines of winter sporting 
goods has been particularly active. 
There has been quite a cold snap here 
for two weeks, and this has greatly in- 
creased sales of heaters, also of robes, 
car heaters and other such goods. 

Few changes were made on hardware 
goods prices since our report of last 
week, but these were all advances. 
Shovels have been advanced $1 per doz., 
the leading maker of screen doors and 
windows has announced a coming ad- 
vance in prices, and an advance of 
about 5 per cent in prices has been 
made on all kinds of farming tools. 
There have been other slight advances 
in the week on some of the lighter lines 
of hardware, but the impression pre- 
vails here that prices may soften some- 
what very shortly after the first of the 
new year. 

Collections are reported to be uni- 
formly good, and if the car shortage in 
cars would clear up, the hardware mer- 
chant would have little to complain 
about. 

Automobile Accessories.—Prices on 
rubber are going up, and for this reason 
an advance in prices of tires in the near 
future would not be a surprise to the 
trade. Spot smoked sheet crude rub- 
ber is now quoted at about 26% cents 
per lb., an advance of about 2 cents per 
lb. in the past week. Crude rubber is 
now about twice as high as this time 
last year, when it sold at about 13 cents 
per lb. Demand for general accessories 
is holding up very well and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh as follows: 7 
Millers Falls, No. 145 jacks, $4.75. 


Reliable jacks, No. 1, $2.33: No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each 
for over 100; Champion regular, 53c. 


Axes.—Demand is good, and jobbers 
report that axes are moving out from 
stock quite freely. Prices remain firm, 
but are without change. 


We quote from jobbers’ 
f.o.b. Pittsburgh as follows: 

First grade, single bitted axes, 
handled, $19.00 per doz.; unhandled, 
$15.00 per doz.; double bitted axes, 
handled, $24.00 per doz.; unhandled, 
$20 per doz.; second grade axes, 
single bitted, handled, $17.50 per doz.; 
unhandled, . $14.50 per doz.; double 
bitted, handled, $21 per doz.; unhan- 
dled, $18 per doz. 


stocks, 
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Brass Goods.—On Dec. 1, the Boston 
Brass Co., Waltham, Mass., made an ad- 
vance in prices on its lines of brass 
goods, including valves, cocks, etc. 


Bolts and Nuts.—Specifications from 
the railroads are fairly active, but from 
the automobile trade are showing some 
falling off. New demand is light, most 
general consumers being covered by 
contracts made some months ago when 
prices were somewhat lower than they 
are now. Prices are only fairly strong, 
and there are reports that present dis- 
counts are shaded in some cases. Rivets 
are also weak, and present prices for 
large lots are being shaded, possibly to 
the extent of $2 to $3 per ton. The 
trade is looking for lower prices on 
nuts and bolts, also on rivets shortly 
after the first of the year. Discounts 
being quoted on bolts and nuts, also the 
prices on rivets to the large trade are 
as follows: 


Machine bolts, small, rolled threads, 
60 and 5 per cent off list. Machine 
bolts, small, cut threads, -0 and 10 
per cent off list. Machine bolts, 
larger and longer, 50 and 10 per cent 
off list. Carriage bolts, 34 x6 in.: 
Smaller and shorter, rolled threads, 
59, 10 and 5 per cent off list; cut 
threads, 50 per cent off list; longer 
and larger sizes, 50 per cent off list. 
Lag bolts, 60 and 5 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads, 50 
and 10 ver cent off list; other style 
heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, *g x 4 in.: 
Smaller and shorter, 45 per cent off 
list; larger and longer sizes, 45 per 
cent off list. Hot pressad square 
o. hexagon blank nuts, $3.25 to $3.50 
off list. Hot pressed nuts, tapped, 
$3.25 to $3.50 off list. C.p.c. and t. 
sq. or hexagon nuts, blank, $3.25 to 
$3.50 off list. C.p.c. and t. sq. or 
hexagon nuts, tapped, $3.25 to $3.50 
off list. Semi-finished hexagon nuts: 
*; in. and smaller, U. S. S., 75, 1 
and 5 per cent off list; 54 in. and 


larger, U. S. S., 70, 10 and 3% per 
cent off list; small sizes, S. _ = 
80 and 5 per cent off list; S. - E. 

5, in. and larger, 75 and 5 per cent 


off list. Stove bolts in packages, 80 


and 5 per cent off list. Stove bolts 
in bulk, 80, 5 and 236 per cent off 
list. Tire bolts, £0, 10 and 10 per 
cent off list. 


Cap and Set Screws.—Milled square 
and hexagon head cap screws, 75 per 
cent off list. Milled set screws, 75 
per cent off list. Upset cap screws, 
75 and 10 per cent off list. Upset set 
screws, 80 per cent off list. 


Rivets.—Large structural and ship 
rivets, base, per 100 !b., $3.15. Large 
boiler rivets, base, per 199 Ib., $3.25. 


Small rivets, 65 per cent off list. 

Joobers charge the usual advances 
to the retail trade for small lots cut 
of stock. 

Copper Products.—The new demand 
for copper goods of all kinds shows no 
abatement, the local maker being sold 
up for four or five months. Prices are 
very firm and are likely to be higher 
in the near future. Prices on copper 
products in large lots are as follows: 


Copper conductor pipe, 50 and 10 
per cent off list; copper elbows, 20 
per cent off list; copper nails, 25%e. 


per 1lb.; ferrules, 70 per cent off list: 


sheet copver, 274%c. base; copper 
rods, 22c. base; copper bottoms, 30c. 
base. 


Chain.—The demand continues quite 


active, especially for tire chain, while 


commercial chains are also in good re- 
quest. Prices are firm but without 
change. Coil chain is quoted to the 
large trade at $6 base, f.o.b. Pittsburgh, 
per 100 lb. Prices on other sizes less 
than 1 in. take the following extras: 
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fe-in., $4.25; %4-in., $3.25; yYs-in., $2; 


%s-in., 75c.; ye-in. *» 50c. ; ‘ “in... 25c.; 
fs-in., $1; }4-5-in., T5ce.; 4§-%-in., 
b0c.; ~s-%-in., 25c.; 1-in., base: 1y- 


1%-1%-in., base. 

This will make the prices for Steel 
Proof, BB and BBB Coil Chain, using 
l-in. size for base, at $6 per 100 lb., 
f.o.b. Pittsburgh, Pa., as follows: 


Size Proof BB BBB 
MOM, ceesene $10.25 $11.25 $11.75 
TO. sacnces 9.25 10.25 10.75 
es srslaws 8.00 9.00 9.50 
Sr 6.75 7.75 8.25 
ere 6.50 7.50 8.00 
reer 6.25 7.25 7.75 
| er 7.00 8.00 8.50 
5e-}¢-in 6.75 7.75 8.25 
34-4$-in 6.50 7.50 8.00 
7 -}$-in. ooo CSS 7.25 7.75 
1-144-14- in. 6.00 7.00 7.50 

The above prices are named only 


on carloads and large lots, jobbers 
charging higher prices for small lots 
out of stock. 


Farming Tools.——The American Fork 
& Hoe Co., Cleveland, Ohio, has an- 
nounced ad advance of about 5 per cent 
in prices on its full lines of farming 
tools. It is understood that several 
other makers have made the same ad- 
vance. 

Hack Saw Blades.—The recent ad- 
vance of about 10 per cent made in 
prices of Star hack saw blades has 
also been made by makers of other 
brands. 

Iron and Steel Bars.—The indepen- 
dent steel bar mills are adhering fair- 
ly well to the price of 2 cents at mill 
in large lots, but this price has been 
shaded from $1 to $2 per ton on some 
business recently placed by car build- 
ers, The new demand is not so active, 
and some mills are able to ship out in 
two or three weeks from date of order. 


Jcbbers are quoting from 2.75c. to 
3c. per lb. in small lots from store. 
Iron bars are also quieter in demand, 
few things sold in this market. Job- 
bers quote about 2.75¢c. from store. 


Shovels—As forecast in our re- 
ports for several weeks past would be 
the case, the makers of shovels have 
made an advance of $1 per dozen on 
all grades, which is now in effect. Job- 
bers have made a corresponding ad- 
vance in prices and now quote fourth 
grade black shovels at $10.50 per dozen 
and polished at $10.50 per dozen on 
orders from,stock. Following this ad- 
vance, the Stevens-Webb Co., Altoona, 
Pa., makers of refinished shovels have 
advanced prices ranging from 25 cents 
to $1 per dozen, the advance depend- 
ing on the grade of shovel. The de- 
mand for shovels for some time has 
been quite active, and makers do not 
anticipate any trouble in holding to 
the advanced prices. Jobbers are pretty 
well covered for some time at the old 
prices, 

Sheets.—As announced in our report 
of last week, the American Sheet & Tin 
Plate Co. reaffirmed old prices on sheets 
for delivery in first quarter of 1923. 
These prices are based on 3.85 cents 
for 28 gage black sheets and 4.35 cents 
for the same gage of galvanized. In- 
dependent mills have also adopted 
these prices, and it is understood that 
some contracts for the first quarter 
delivery have been placed with mills. 
However, reports are that at least one 
mill is offering black sheets at a slight 
concession. The new demand is not 
as active now as it has been for some 
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time, and some mills have only a fair 
amount of business on their books. The 
carload prices on sheets are 3.35 cents 
for 28 gage black, 4.35 cents for 28 
gage galvanized, and from 2.50 cents to 
2.60 for blue annealed. Jobbers con- 
tinue to quote 3.75 cents to 4 cents for 
black, and 4.75 cents to 5 cents for small 
lots from stock. 

Steel Pipe-——The demand for the butt 
weld sizes of steel pipe is still very 
heavy, and prices are firm at the re- 
cent advance. It is said that some 
mills.are filled up on small pipe over 
the next three or four months. 

Local jobbers are quoting for small 
lots of steel pipe out of stock as 


follows: Prices per 100 ft. f.o.b. Pitts- 
burgh: 


Black Galv. Black Galv. 
re $3.05 s re $6.24 $8.40 
, ee: 2.93 1% .... 8.44 11.36 
ee 2.93 $4.68 1% ....10.10 13.60 
a cee Ce Ce EE baecee 13.58 18.29 
oe. veaw 4.48 5.94 2% ....21.48 


Sheet Zinc.—Several makers have 
adopted a new form in quoting prices. 
Formerly the large trade was quoted 
5 per cent off list, and an additional 
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pa and jobbers report a very 
brisk business during the past two 
weeks. The jobbers in particular are 
having a very fine run on holiday goods 
and futures also are being placed at a 
much heavier rate than has been the 
case at this time for two or three years. 
Local dealers report their sales as ex- 
tremely satisfactory and with the holi- 
days approaching find that the general 
public is showing much interest in holi- 
day goods. 

A number of price changes were 
made in the last two weeks, all being 
advances. Some jobbers expect that 
there will be quite a few more an- 
nounced, to be effective Jan. 1. The 
sentiment, however of the trade is not 
in favor of radical price changes, and 
dealers, while still disposed to buy 
sparingly of items which are inclined to 
fluctuate, are placing orders for spring 
delivery for goods on which the prices 
have been announced for next year. 

Local jobbers are keeping their stocks 
in good shape, wherever this is possible, 
but poor transportation from different 
sections of the country has been a han- 
dicap in taking care of the needs of the 
dealers. 

Axes.—Local jobbers report a fair 
demand for axes at current prices. 
Rumors have been heard of impending 
price advances but nothing has been 
done locally. It is expected that prices 
will be advanced $1 per dozen within 
the next couple of weeks. 

Automobile Accessories.—The past 
week, with just a touch of winter 
weather and a few snow flurries, 
brought in heavy orders for winter 
goods. Sales of weed chains, engine 
and radiator covers, anti-freeze solu- 
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cash discount of 3 per cent. Makers 
are now quoting 7 per cent off list in 
carloads and a cash discount of 1 per 
cent. This change in method of quot- 
ing was done at the suggestion of large 
buyers, who thought that under the 
old method they were not getting suf- 
ficient protection in prices over the 
small buyer. 


Wire Cloth.—Jobbers and retailers 
have placed large orders for wire cloth 
for delivery next spring, buying more 
freely than at this time last year, this 
being done to protect themselves against 
a shortage in supply, which they had 
this season. Prices are reported to be 
only fairly strong. Local jobbers are 
quoting the small trade about as fol- 
lows: 

Black painted wire cloth, 12-mesh, 
$1.80 per 100 sq. ft.; opal, wire cloth, 
$2.40 per 100 sq. ft. 

Wire Products.—There is still a great 
shortage in supply of wire nails, due 
to the shortage in cars and bad de- 
liveries by the railroads. Several local 
jobbers say that for more than three 
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tions and heaters broke all previous 
records, and one jobber reports that on 
weed chains alone his orders in the past 
week exceeded the total for all of last 
year. A big help to the jobbers and 
dealers in accessories was the show 
held in Music Hall during the past 
week, at which dealers alone exhibited 
and took orders. The attendance at the 
show was very large and judging from 
reports of sales was very successful. 
Prices show very little variation. These 
may be said to be only a minor impor- 
tance. 

Builders’ Hardware.— Despite the 
lateness of the season there is no let up 
in demand for builders’ hardware. In 
fact, it has become if anything more 
insistent, as construction companies are 
pushing work before the winter weather 
sets in. 

Bolts and Nuts.—There is a good de- 
mand for bolts and nuts with prices re- 
maining as last quoted. 

We quote from Cincinnati jobbers 


stocks: Machine bolts, small sizes, 
50 off; large sizes, 50 and 10 off; 
carriage bolts, small, 50 off; large, 


40 and 10 off; stove bolts, 75 off; 
semi-finished nuts, * and smaller, 
75 off; larger sizes, 70 off. 


Cutlery.—Dealers report the holiday 
trade in cutlery fully equal to the best 
previously experienced. It is said that 
prices shortly will take a substantial 
advance, but this may be merely a 
rumor. 

Coal Hods.—With colder weather 
now being experienced the demand for 
coal hods is looking up. Prices remain 
firm at last quotations. 

We quote from Cincinnati jobbers’ 


stocks: 16-in. japanned, $2.95 doz.; 
17-in., $3.30 doz.; 18-in., $3.65 doz.; 
16-in. galvanized, $4.25 doz.; 17-in., 


$4.55 doz.; 18-in., $5 doz.; 20-in., $6.75 

doz. 

Christmas Tree Holders.—Buying of 
Christmas tree holders is in full swing, 
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months they have not had a single 
delivery of wire nails by railroad, but 
having to send trucks to the mills, and 
at considerable expense. Prices on all 
kinds of wire products are very firm, 
and there are still reports going of 
an early advance in the market. Mills 
are unable to run full on account of 
the car shortage, and also because of 
a shortage in supply of wire drawers. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh as follows: 

Wire nails, $3 to $3.10 base per keg; 
galvanized, 1 in. and longer, includ- 
ing large head barbed roofing nails; 
taking an advance over the price of 
$1.50, and shorter than l-in., $2; 
bright Bessemer and basic wire, $2.75 
per 100 Ib.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3.40; 
galvanized barbed wire, $3.70; gal- 
vanized fence staples, $3.75; painted 
barbed wire, $3.40; polished fence 
staples, $2.20; cement coated nails, 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire fenc- 
ing are 68 per cent off list for car- 
load, 67 per cent off for 1000-rod lots, 
and 66 per cent off for small lots, 
f.o.b. Pittsburgh. 


and local jobbers’ stocks are rapidly 
being depleted. No price changes are 
reported. 

We quote from Cincinnati jobbers’ 
stocks: Gem holder, $4.50 per dozen; 
No. 14, $10.00 per dozen. 

Clipping and Shearing Machines.— 
The demand for clipping and shearing 
machines continues steady with prices 
very firm. 

We quote from Cincinnati jobbers’ 
stocks: Stewart No. ball-bearing 
clipping machine, $10.75; No. 360 Top 
Plate, $1.00; No. 361 Bottom Plate, 
$1.50; dealer’s discount 25 per cent. 
Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 
$80.00, f.o.b. Cincinnati; pedestal type, 
$85.00, f.o.b. Cincinnati; dealer’s dis- 
count 25 per cent. 

Electrical Goods.—The holiday trade 
in electrical goods will be about the 
best ever experienced, if one is to judge 
by orders being placed with jobbers for 
early delivery. Prices show strength. 


We quote from Cincinnati jobbers’ 
stocks: 

lrons.—American Beauty, in lots of 
1 to 6, $5.25 each; in lots of 6 to 24, 
$5.10 each; over 24, $4.95 each. Hot 
Point Irons, No. 115F17, $6.75 each; 
No. 215F34, $5.00 each; less 30 per 
cent discount for lots of 6 and over. 

Hot Point Curling Irons, No. 112L6, 
$6.50 each; less 30 per cent for lots of 
6 


“Hot Point heating pad, No. 115Q6, 
ar each; less 30 per cent for lots 

Oo > 

Hot Point Percolators, No. 20620, 
$12 each; No. 20621, $13 each: No. 

20611, $10 each, less 30 per cent dis- 

count for lots of 6 and over. 

Eaves Trough and Conductor Pipe.— 
While the demand has fallen off to some 
extent, jobbers report their business 
continuing in good volume. Prices re- 
main as last quoted, and it is not ex- 


pected that any changes will be an- 
nounced for some time to come. 

We quote from Cincinnati jobbers’ 
stocks: 28 gage, 5-in. eaves trough, 
$4.25 per 100 ft.; 28 gage, 3-in. corru- 
gated conductor pipe, $4.50 per 100 
ft.; 3-in. corrugated conductor elbows, 


$1.62 per doz. 
Files.—Fair demand exists for files, 
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and the indications are that this will 
increase, as metal working plants are 
putting on more men each week. 


We quote from Cincinnati jobbers’ 
stocks: Nicholson and Black Diamond 
files, 50 and 5 off; other makes, 60 and 
10 off. 


Galvanized Ware.—The demand for 
galvanized ware is showing steady im- 
provement, and sales are entirely sat- 
isfactory. Some jobbers have advanced 
the price 5 per cent, but this has not 
been general. 

We quote from Cincinnati jobbers 


stocks: Galvanized pails, 10-qt., $2; 
12-qt., $2.25; 15-qt., 2.50; 16-qt., 
$3.25; galvanized tubs, No. 0, $4.75; 
No. 1, $5.75; No. 2, $6.50; No. 3, $7.60; 


all prices per doz. 

Glass.—Window giass continues in 
heavy demand with stocks in fair shape 
to take care of it. Prices are firm fol- 
lowing the recent advances. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, 
first three brackets, 85 per cent dis- 
count; Double strength A, 84 per 
cent discount; all double strength B, 
86 per cent discount. 

Handles.—An advance of 5 per cent 
has been made by manufacturers of 
hickory handles, and local jobbers have 
changed their prices accordingly. 

Icy Hot Bottles—The Icy Hot Com- 
pany has made an advance of 10 per 
cent on their line of bottles, carafes, 
lunch kits, and other products, this ad- 
vance to be effective immediately. The 
demand for bottles is very heavy, par- 
ticularly for the holiday trade. 

Ice Cream Freezers.—Local jobbers 
report a good demand for ice cream 
freezers for next year’s delivery, at 
prices now in effect. 


We quote from Cincinnati jobbers’ 
stocks: Peerless and Alaska, 1-qt., 
$2.95; 2-qt., $3.45; 3-qt., $4.10; 4-qt., 


$5.00; all less 25 per cent discount. 


Ice Skates.—In this district little in- 
terest is being shown although jobbers 
report some sales for holiday trade. 
Prices are unchanged. 


Lawn Mowers.—A local jobber re- 
ports the sales of lawn mowers for next 
spring delivery about the best he has 
experienced for many years. With 
prices announced, and the experience 
of the past two years to guide them, 
local dealers are now placing orders for 
January shipment in order to be sure 
of having mowers to take care of their 
trade. 


We quote from Cincinnati jobbers’ 
stocks: Cheap lawn mowers, 12-in., 
$4.70 each; 14-in., $4.95 each; 16-in., 
$5.20 each; medium bearing, 14-in., 
$7.50 each: 16-in., $7.75 each: better 
grade, ball bearing, 14-in.. $8 each; 
16-in., $8.35 each; 18-in., $8.75 each; 
five-knife high wheel ball bearing, 


16-in., $11.25 each: 
20-in., 


Nis 35 4 18-in., $11.75 each; 
-co each, 
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 Hypninene hardware sales in general 
remain satisfactory, although 


showing a slight letting up, as is usual 
at this time before the holiday trade. 
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Lanterns.—The demand for lanterns, 
from the rural districts, continues good, 
with prices steady. 


We quote from Cincinnati jobbers’ 
stocks, Monarch, $7.95 a doz.; D-Lite, 
; Little Wizard, $9.75 a 
; Wizard, $13.80 a doz.; Blizzard, 
_— a doz.; Railroad No. 39, $15 a 

Oz. 


Nails.—There is a good demand for 
wire nails, and shipments are showing 
signs of improvement. Prices generally 
are unchanged, although one manufac- 
turer announced this week a $2.85, mill, 
price. Jobbers, however, continue to 
quote the price in effect for the past 
several months, and there is no indica- 
tion of any change in the immediate 
future. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.20 per 
keg base; cement coated nails, $2.75 
per keg base. 


Paints and Oils.—Jobbers and deal- 
ers report their sales continuing in 
heavy volume, and the year certainly 
will be the best ever experienced. Prices 
on mixed paints show no change but 
turpentine has declined 6 cents per gal- 
lon since last report. 

We quote from Cincinnati jobbers 
stocks: Ready mixed house paints, 
$2.60 per gal.; linseed oil, in single 
barrels, 95c. per gal.; turpentine, in 
single barrels, $1.65 per gal.; white 
and red lead, in 12% Ib. kegs, 13%c. 
per lb. 

Roller Skates.—Local jobbers have 
advanced their prices on roller skates 
10 cents per pair, which is equivalent 
to about a 10 per cent advance. The de- 
mand is good for holiday trade, and 
some orders have been placed for next 
years’ delivery. 

Roofing Paper.—Local jobbers report 
a heavy demand for roofing paper with 
prices firm. No changes have been 
made in the last two weeks. 


We quote from Cincinnati jobbers’ 
stocks: Standard, light, 95c. per sq.; 
medium, $1.20 per sq.; heavy, $1.50 
per sq.; Holdfast, light, $1.30 per ot 
medium, $1.55 per sq.; heavy, $1.8 
per sq.; slate surface roofing, 85- ib. 
quality, $1.95 per sq., both red and 
green. , 


Rural Mail Boxes.—An advance of $1 
a dozen has been made by local jobbers 
on rural mail boxes, following receipt 
of similar announcements from manu- 
facturers. 

Screws.—The demand for screws, 
particularly wood screws is showing a 
steady improvement, and sales during 
the past fortnight have been very fair. 
No price changes have been made. 

We quote from Cincinnati jobbers’ 


’ 


stocks: Machine screws, 65 off; cap 
and set screws, 75 off; coach screws, 
© 5 off; wood screws, 80 and 20 
oO 


Shovels and Scoops.—Manufacturers 


TWIN CITIES 


Automobile accessories as well as 
tools are selling very well. 

Jobbers report a fairly good volume 
of spring orders being booked. 

Manufacturing conditions continue to 
improve gradually. 

Collections are slow, especially in the 
country districts. 
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have made advances of $1 per dozen in 
prices of shovels and scoops, and local 
jobbers, while not at once putting the 
advance in effect, will undoubtedly do 
so when new goods are received. 


Sheets.—Following announcements of 
first quarter prices by producers a bet- 
ter demand for sheets was noted by 
jobbers. Prices remain unchanged, and 
will probably be the same for some time 
to come. 

We quote from Cincinnati jobbers’ 
stocks: No. 10, blue annealed, 4c. 
per lb.; No. 28, black, 4.70c. per Ib.; 
No. 28 galvanized, 5. 75e. per lb. 
Stove Pipe—Jobbers report a very 

steady line for stove pipe, both for im- 
mediate and spring shipments. Prices 
remain unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Unit Colored pipe, made up, 
6-in., 13c. per joint; 7-in., 14c. per 
joint; knockdown pipe, 30-ga., 6-in., 
114%c. per joint; 7-in., 13%c.; 28-ga., 
6-in., 134%c. per joint; ‘T- in., 154c. per 
joint; packed in crates, 5c. extra; 
stove pipe elbows, No. 2A, 6-in., 
$1.25 per doz.; $1.75 per doz.; Lawco, 
6-in., $2.15 per doz.; 7-in., $2.75 per 
doz. 

Steel Goods.—Prices on steel goods 
have been announced, effective Jan. 1, 
which show an advance of 10 per cent 
over those now prevailing. The demand 
for spring shipment is assuming fair 
proportions. 


Sash Cord.—Jobbers report heavy 
sales of sash cord during the past week. 
Some reports were heard of price cut- 
ting, but these are hard to confirm. 

We quote from Cincinnati jobbers’ 
stocks: Better grades, 67c. per Ilb.; 
cheaper grades, 40c. per Ib. 

Wire Cloth.—Profiting by the experi- 
ences of last year dealers are coming 
in early for their next year’s supply for 
wire cloth. Jobbers have ordered the 
greater part of their supplies for De- 
cember shipment, and will be in a good 
position to take care of the trade. 
Prices are very firm. 

We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1.80 per 100 sq. ft.; opal, wire 
cloth, $2.40 per 100 sq. ft 
Wheelbarrows.—Jobbers report a big 

demand for wheelbarrows, both for im- 
mediate and spring shipment. Some 
manufacturers have advanced prices 5 
per cent and it is reported that another 
5 per cent advance will become effective 
Jan. 1. Jobbers, however, have made 
no changes as yet in their quotations. 


Weather Strips.— Local jobbers 
and dealers report a big demand for 
weather. strips, following a touch of 
winter during the past week. Prices 
remain firm and unchanged. 





Builders’ Hardware.—Dealers cater- 
ing to the builders’ hardware trade are 
continuing to do a very satisfactory 
volume of business. Much difficulty is 
being experienced in obtaining neces- 
sary stocks. Prices are very firm, and 
advances are reported on various lines. 
Axes.—Sales are of average volume. 
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Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade, single 
bit, base weights, $13.80 per doz.; 
double bit, $18.30 per doz. 

Ash Sifters—The bulk of the de- 
mand for the season is over, but there 
is still a fair demand. Prices show 
no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood, $3.75 
per doz.; metallic, round, $4 per doz.; 
wood, barrel, $12 per doz. 

Bale Ties.—There has been a very 
good demand, but sales are now drop- 
ping off somewhat. Prices show no 
change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 70-2% per cent. 

Bolts.—The demand is holding up 
well and a good volume of business is 
reported. Prices have not changed. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Small carriage 
bolts, 45-5 per cent; large carriage 
bolts, 45 per cent; small machine 
bolts, 50-5 per cent; large machine 
= 50 per cent; lag screws, 55 per 
cent. 


Brads.—The demand is now only of 
fair average volume for this season of 
the year. Prices are unchanged, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Brads, in stand- 
ard packages, 75 per cent from list. 


Coal Hods.—While there is still some 
call for these articles, the bulk of the 
demand is now over. Prices show no 
change. 


We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Coal hods, 17-in., 
japanned, open, $3.60; 18-in., $4; 17- 
in., funneled, japanned, $4. 50: 18-in., 
$4.95; 17-in., open, galvanized, $5; 18- 
in., $5. 45; 17-in., funneled, galvanized, 
$6. 20; 18-in., $6. 80 per doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—Sales are gradually declining 
as the winter season advances. Job- 
bers’ stocks are ample. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28- 
gage, 5-in. lap joint, $5.25 per 100 ft.; 
conductor pipe, 3-in., corrugated, 
$5.40 per 100 ft.; 3-in. corrugated 
elbows, $1.64 per doz. 

Files—The demand is satisfactory. 
Stocks are fair, There has been an 
increase in price. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nicholson files, 50 
per cent; Arcade files, 60-10 per cent 
from standard lists. 

Galvanized Ware.—The demand con- 
tinues in fairly good volume. Stocks 
are in good condition. Prices are 
steady. 
from jobbers’ stocks, 
eran ee tubs, 

, $6.10 per doz.; 2, $6.85; No. 
heavy ph net Re ‘No. 7 iz: 

No. 2, $13; No. 3, $15; standard 10-qt. 

galvanized pails, $2. 25 per doz.; 12-qt., 

$2.35; 14-qt., $2.70; standard 16-qt. 
stock pails, $4.25; 18-qt., $4.80; heavy 
stock pails, 16-qt., $6; 18-qt., $7.35. 

Glass and Putty.—The demand for 
glass and putty is quite active, al- 
though not so much so as during the 
last two weeks. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single strength 
glass, 82 per cent; double strength 
glass, 84 per cent from standard lists. 
Putty, $4.40 cwt. 


Lanterns.—The heavy demand for the 
season is now over, but sales continue 
of about average volume, Prices are 
firm. 

We 


quote 
Twin Cities: 


quote from jobbers’ stocks, 
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f.o.b. Twin Cities: Tubular long globe, 
$13 per doz.; tubular short globe, $13 
per doz.; tubular dash lanterns, $16.90 
per doz. 

Nails.—There still remains a fairly 
heavy demand for wire nails. There 
has been an advance in the price on 
cement coated nails. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Smooth wire nails, 
$3.75 per keg base; cement coated 
nails, $3.25 per keg base. 

Oil Heaters.—The demand has de- 
clined considerably, but there is still 
interest. Prices remain as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 30-5 per cent from 
standard lists. 

Registers.—Sales continue at about 
average volume for this season of the 
year. Prices are unchanged, 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel registers, 

30 per cent from standard lists. 

Rope.—There continues to be a fair- 
ly steady sale. Stocks are in good con- 
dition. There has been an advance 
in the price of sisal rope. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope, 18%c. per lb. base; best grade 
sisal rope, 15%c. per lb. base. 
Sandpaper.—Business in this line is 

satisfactory for this time of the year. 
Prices show no change. 

We quote from jobbers’ stocks’ 
f.o.b. Twin Cities: Best grade, No. 1, 
per ream, $6.50; second grade, No. 1, 
per ream, $5.85; garnet, No. 1, per 
ream, $15. 

Sash Cord.—In spite of the fact that 
the demand is not heavy, there has been 
an advance of 3 cents in the price of 
sash cord. 

We quote from 
f.o.b. Twin Cities: 
cord, 74c. per lb.; solid cotton, ordi- 
nary grades, 44c. per Ib. 
Sash Weights.—Demand 

light. Stocks are average. 
firm. 

We quote 
f.o.b. Twin Cities: 
per cwt. 
Screws.—There continues to be quite 

an active demand for wood screws. 
Some difficulty is experienced in keep- 
ing stocks assorted. Prices are™firm. 


jobbers’ stocks, 
Best grade sash 


is rather 
Prices are 


from jobbers’ stocks, 
Sash weights, $2.25 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-5 per cent; round 
head blued, 75 per cent; flat head 
japanned, 70 per cent; flat head brass, 
75 per cent; round head brass, 70 per 
cent. 


Shearing and Clipping Machines.— 
There is a fairly good demand in the 
present market. Prices remain steady. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stewart No. 1 ball bear- 
ing clipping machine, $10.75; No. 360 
top plate, No. 361 bottom plate, 
$1.50; dealer’s discount, 25 per cent. 
Stewart electric clipping machine, all 
standard voltages, hanging type, $80, 
f.o.b. Chicago; pedestal type, $85, f.o.b. 
Chicago; dealer’s discount, 25 per 
cent. 

Sidewalk Scrapers.—A good demand 
is now reported to be developing. There 
has been a local decline of 50 cents per 
dozen. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade steel 
scrapers, $4.25 per doz. 

Snow Shovels.—As there has been 
some snow in this territory, sales are 
beginning to develop in snow shovels. 
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from jobbers’ stocks, 

f.o.b. Twin Cities: Straight handle, 

wood blade, $4.85 per doz.; straight 

handle, steel blade, $5.25 per doz.; 
galvanized steel blade, D _ handle, 
$10.75 per doz. 

Solder.—There is a very good de- 
mand in this section. Prices show no 
change since the advance reported last 
week, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 27c. per Ib. 


Steel Sheets.——The demand is of 
rather light volume. Prices show no 


We quote 


change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
sheets, $6 per cwt.; 28-gage wack 


sheets, $5 per cwt. 

Steel Traps.—Sales are now begin- 
ning to improve quite rapidly. Stocks 
are ample. Prices show no change since 
first announced. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0, $1.53; 
No. 1, $1.83; No. 1%, $2.75; No. 2, 
$3.60; Newhouse, No. 0, 89; No. 1, 
$2.20; No. 1%, $3.17; No. , $4. 88 per 
doz. 


tove Goods.—While not as heavy 
as earlier in the season, there still re- 
mains a very fair demand for stove 
goods of all kinds. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized, 28x 28, $15 per doz.; 30x 30, 
$17.35 per doz.; 36x36, $24.02 per 
doz.; stove pipe, uniform blued, 28- 
gage, 6 in., K D, $12.50 per 100 
lengths; 6 in. common iron corrugated 
elbows, $1.26 per doz.; 6 in. adjust- 
able charcoal iron, $1.86 per doz.; 
dampers, cast iron, wood or coil han- 
dle, $1.58 per doz.; stove shovels, 15 
in., japanned, 60c. per doz.; 21% in., 
Jumbo, japanned, $1.40; 14 in. Jumbo, 
Jr., 85¢e. per doz. 


Tacks.—Sales are only of fair aver- 
age volume. Prices remain steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut, 8- 
oz., 60c. wer doz. packages: tinned 
carpet, 8-oz., 60c.; blue carpet, 8-oz., 
65c.; double point, 1l-oz., 36c. 

Tin Plate.—There is a fairly good 
demand at present. Because of in- 
creases in the cost of production, there 
is a probability of a slight increase in 
price in the near future. 

We from jobbers’ aren 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28, $13: roofing tin, IC, 20x 28, 
8-lb. coating, $12.75. 
Weatherstrip.—The local demand is 

now at its height, and a good volume of 
business is being done by dealers push- 
ing this line. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weatherstrips, %-in. and %-in., $1.85 
per 100 ft.; 1l-in., $2.60 per 100 ft. 
Wheelbarrows.—Sales continue to be 

of about average volume with no par- 
ticular demand. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wheelbarrows, 
ween stave, fully bolted, $36 per doz.; 

1 tubular steel wheelbarrow, 

36: 35 each; No. 1 garden, $5.60 each. 
Wire.—Sales of wire of various kinds 
continue to hold up very well, and a 
good volume of business is being done. 


Prices are firm. 


quote 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted 
cattle, 80-rod spools, $3.29: galvan- 
ized cattle, $3.56; painted hog wire, 
$3.51; galvanized hog wire, $3.82: 
smooth black annealed No. 9, $3.50 
per cwt.; smooth galvanized annealed 
No. 9, $4 per ecwt. 
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Washington News 


(Continued from page 75) 





allegations in the Commission’s com- 
plaints against this organization are 
set forth as follows: 

“(a) The Members respectively re- 
port to the Association the names of 
all manufacturers who so guarantee 
against declines in the sale of their 
products to members, and the names 
of other manufacturers who so guar- 
antee generally which come to the no- 
tice of the Members; 

“(b) The Association compiles a list 
of such guaranteeing manufacturers 
whose names have been secured by it 
as set out in Specification (a) and by 
other means, and forwards a copy of 
said list to each member of the Asso- 
ciation for the information and use of 
the Members in making purchases of 
the commodities in which they deal; 


Exchange of Information Alleged 


“(c) The Association exchanges said 
list with other similar associations for 
their similar lists and forwards the 
lists received from such other asso- 
ciations to the members of respondent 
association for similar information and 
use; 

“(d) The Association, by means of 
letters, personal interviews and in other 
ways, urges and seeks by intimidation 
to coerce various manufacturers, who 
do not so guarantee against decline, into 
adopting said practice and notifies the 
members of its action in that behalf, 
urging the members to co-operate with 
the Association in that regard by in- 
dividually bringing similar pressure to 
bear upon said manufacturers; 

“(e) Said Members upon receiving 
the information and suggestions set 
out in the preceding Specifications 
bring similar pressure to bear upon 
said manufacturers to cause them to 
adopt said practice; 

“(f) The success or failure of the 
coercive efforts set out in Specifica- 
tions (d) and (e) is notified by the 
Association to its Members and vice 
versa; 


Listed Producers Who Complied 


“(g) The names of the manufactur- 
ers who adopt said practice, either vol- 
untarily or by reason of the pressure 
brought to bear upon them, as above 
set out, are added to the aforesaid list 
of names of guaranteeing manufactur- 
ers, and copies of the list thus revised 
are sent by the Association to the mem- 
bers from time to time, or the names 
of such additional guaranteeing manu- 
facturers are notified by the Associa- 
tion to the members to be added to 
said list; 

“(h) In making current purchases of 
the products in which they deal, the 
Members use the lists and information 
received and acquired through the fore- 
going means, and wherever possible 
make said purchases from the manu- 
facturers so guaranteeing in preference 
to manufacturers who do not, or who 
refuse, to so guarantee.” 


Reading matter continued on page 92 
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It goes without saying that in reach- 
ing a conclusion respecting this com- 
plaint, it will not be necessary for the 
Commission to consider the legality of 
the practice of guaranteeing against 
price declines nor of determining 
whether such a practice may be re- 
garded as “unfair competition.” Quite 
aside from this phase of the subject, the 
Commission is seeking to determine 
whether the methods described as hav- 
ing been employed by the Michigan 
Wholesale Grocers’ Association amount, 
in the first place, to coercion and, in the 
second place, to a conspiracy to coerce. 
If either proposition is sustained, the 
practices will probably be enjoined. 











Did You Ever Stop to Think— 


That right now is the time to start 
planning and working for better 
business in - 

That steps should be taken to put 
your store and your systems in shape 
to handle that business when it 
comes. 

That any merchant who thinks 
his business is in the perfection 
class, should quit “kidding” himself 
and get busy, or he will be passed 
by in the march of trade. 

That it is better to keep awake 
and working now than it is to wake 
up next spring, and find that the 
business parade with its opportuni- 
ties has passed by. 

That business is facing the keen- 
est sort of competition, and that the 
hustler will be the one to carry home 
the bacon. 

That the back-bone of your busi- 
ness is enthusiasm, and if you allow 
that enthusiasm to wane, it will soon 
be only a wish-bone. 








Every business man is interested in 
the movement now on foot to secure 
legislation to modernize and strengthen 
the consular and diplomatic services of 
the United States abroad for the pur- 
pose of enabling them to co-operate 
more efficiently in the extension of our 
foreign trade, The matter has been 
taken up vigorously by the Chamber 
of Commerce of the United Sta‘es, 
which is squarely behind the so-called 
Rogers bills now pending in both houses 
of Congress. 

In a statement sent out to member 
organizations, the National Chamber 
asserts that “our consular and diplo- 
matic services remain largely on a pre- 
war basis and are no longer adequate 
to meet the pressing requirements for 
representation of the United States 
Government.” 

As pointed out by the Chamber, 
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“compensation and prospects insuffi- 
cient to secure and hold men of ability 
other than those of independent in- 
come have hampered the development 
of the service. From the ranks of am- 
bassadors and ministers down through 
the lowest grades of secretaries, our 
diplomatic representatives abroad are 
grossly underpaid.” 


Officials Must Pay Their Own Way 


Not only have our inadequate pro- 
visions made it necessary to fill the 
high positions of ambassadors and min- 
isters with men of considerable means, 
appointed from private life or other 
branches of public life; even our diplo- 
matic secretaries have had to be re- 
cruited from the ranks of young men 
with independent means, who are able 
and willing to a considerable extent to 
pay their own way. Trained and ade- 
quate staffs of recognized ability are 
indispensable even to distinguished and 
able men appointed to the high posts 
of ambassadors and ministers. 

Because of the lack of such staff, 
high diplomatic officers have more than 
once been seriously hampered in their 
usefulness, no matter how great their 
own ability. The younger men of the 
service should be assured that con- 
spicuous ability and fidelity will be ap- 
propriately recognized. 

“It has been carefully estimated,” 
says the Chamber’s statement, “that 
the benefits which the bill proposes, 
including the necessary increases in 
salary retirement provision and the 
representation allowances and all other 
expenses, will mean a net increase over 
present expenditures of not to exceed 
$350,000.” As set forth by the Cham- 
ber here are some of the things which 
the Rogers bills will do: 


Reclassification Necessary 


“Reclassify the consular service on 
a better organization basis, Reclassify 
the service of diplomatic secretaries, 
including those assigned to the impor- 
tant duties of counsellors of embassies 
and legations, on a better basis of or- 
ganization, and on a basis of salaries 
comparable to those paid in the con- 
sular branch, 

“Break down the water-tight com- 
partments of the consular and diplo- 
matic services, which will enable the 
Secretary of State to use the good men 
in either branch of the foreign service, 
as events may make advisable, and will 
open up broader careers to men in the 
service. 

“Open up the career of diplomatic 
secretary to men other than those of 
independent means. Enact retirement 
legislation for the career of men both 
in the diplomatic and consular services, 
thus providing for the retirement of 
men grown old in the service, retain- 
ing good men, and attracting men who 
cannot afford to enter the services 
under the present system. 

“Give recognition in basic law to 
needed post expense allowances, includ. 
ing necessary expenses or so-called 
representation allowances for officers in 
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‘Tie the McKinney Booklet 
to Your Counter 


McKINNEY BOOKLET tied to your counter 

connects your store with this national message 
of garage door construction that solves the winter- 
time problem of easy entrance. Before the first 
snow flies there should be many garage doors in 
your neighborhood hanging on. McKinney Com- 
plete Garage Hardware Sets. 


You can give some valuable help to any cus- 
tomer who is planning a garage entrance by 
showing him this booklet, “McKinney Complete 
Garage Sets.” He will find a sliding-folding or 
around-the-corner door arrangement that meets 
his problem of space allowance and entrance width. 





He will see illustrated every piece of hardware 
needed to hang the door he selects. And he will see 
simple working plans for its erection. McKinney 
Garage Sets are sold as package goods. Each set 





Winter Weather Cannot is packed complete, ready for use. You save time 

7 this calcul Entrance on every garage hardware sale if the McKinney 
ee re Seite Brien reer pare - 9 Sets are on your shelves. You sell good hardware 
i NX t t t 


eA tein daeliek wake. _ —the McKinney standard of manufacture. 





meeayae tenants cl al aber aN Write to-day for this booklet. Now is the time 
Bi tisis sibcrretegs WAGE tec daly Gh fm Ghee nee cic to make a quick and profitable turnover on garage 
pM pai SOE TES I hardware. Get McKinney Complete Hardware 
San neko dk cae ee ee Sets from your jobber. 
pr dy ny \ 
Gores gee a et ee McKINNEY MANUFACTURING CO., Pittsburgh 
weessars harde are 
McKINNEY MANUFACTURING CO.. Prrrseeren Western Office, Wrigley Bldg., Chicago Export Representation 
Mc KINNE y This is one of the advertisements Also manufacturers of hinges and 
which has made McKinney prod- butts, door hangers and track, door 
Hinges and Butts ucts nationally known and re- bolts and latches, shelf brackets, 
spected, It appears in the window and screen hardware, 
and ardware p stat ane ~~ of the cabinet hardware, steel door mats 
ne a nedeetg vvgiebahies pees . . and wrought specialties. 


WAV AAS KR, Ate ‘de 


MCKINNEY 


Complete Garage Door Sets 
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the foreign service of the United States 
in direct connection with their official 
duties.” 

The American consular service is in 
a vastly better position to-day than 
it was thirty years ago, but there can 
be no doubt that to render it thorough- 
ly efficient in the discharge of its im- 
portant function of protecting Ameri- 
can interests abroad and assisting in 
the stimulation of American trade, the 
passage of the Rogers bills is a mat- 
ter of the highest possible importance. 


Census of Farm Equipment 


The Department of Commerce an- 
nounces figures relating to the manu- 
facture and sale of farm equipment 
during 1921. In addition to informa- 
tion concerning production collected at 
prior censuses, the schedule for 1921 
segregated the number and value of 
products between domestic and foreign 
sales, and a comparative statement is 
given for the years 1921 and 1920, The 
1920 figures were compiled by the Bu- 
reau of Public Roads, Department of 
Agriculture, and represent returns from 
583 manufacturers. 

The 1921 statistics compiled by the 
Bureau of the Census are from 1143 
establishments which, classified accord- 
ing to their products of chief value, 
were engaged in the industries desig- 
nated as follows: Agricultural imple- 
ments, 423 establishments (including 
73 having products valued at less than 
$5,000 each, the total value of their 
products amounting to $132,600); en- 
gines, 79; dairymen’s, poultrymen’s and 
apiarists’ supplies, 24; windmills, 26; 
pumps, 242; foundries and machine 
shops, 141; carriages and wagons, 208. 
The larger number of establishments 
in the 1921 census include many not 
canvassed in 1920 by the Bureau of 
Public Roads, but the results are not 
materially affected by the inclusion of 
these small establishments and the ag- 
gregate figures are as nearly compar- 
able as it is possible to show. 

A decrease of 42.1 per cent is shown 
in the total value of products in 1921, 
as compared with 1920, and all items 


A New Year’s Suggestion 


FE NHE New Year is the time when 
people start over again and it 
might be well to use this idea for a 
window display when that time 
comes. A large candle can be made 
out of beaver board and used as the 
central feature of the trim. An elec- 
tric bulb can be used for the flame 
of the candle and by wiring the 
candle up the back the effect pro- 
duced will be decidedly attractive. 
Some specialty such as food chop- 
pers, fireless cookers or similar 


articles can be made the feature for 
the display. They can be grouped 
around the candle in some attractive 
manner in keeping with the displays 
that the dealer is used to using. 





HARDWARE AGE 





share in the decrease. The largest per- 
centages of decrease appear in horse- 
drawn vehicles, 79.2 per cent, and in 
tractors and traction engines, 74.1 per 
cent. 

The combined domestic and foreign 
sales in 1920 exceeded the production 
for that year. The comparison between 
production and sales in 1921 is not com- 
plete, due to the fact that only the 
schedule used for the agricultural im- 
plement industry called for sales as 
well as production, while the schedules 
used for the other industries reporting 
farm equipment called for production 


only. This condition applies to the 
classifications “Tractors, other than 
steam”; “Horse-drawn vehicles,” and 


“All other items.” 

Of the total production reported for 
plows and listers in 1921, the horse- 
drawn implements amounted to $8,- 
589,000 and the tractor-drawn to $4,- 
385,000. The returns show that motor 
cultivators represented a little more 
than 1 per cent of the total value of 
cultivators produced; hand cultivators 
(wheeled hoes) amounting to $603,060 
were reported. The leading items in 
the total of $8,415,000 for planting ma- 
chinery were: Small grain drills and 
seeders, $3,921,000; corn planters, $2,- 
188,000; combination corn and cotton 
planters, $735,000; combined listers and 
drills, $630,000. Dise harrows repre- 
sented $6,539,000 of the total production 
of $10,314,000 shown for tillage im- 
plements. 


Foreign Sales in Big Figures 


The volume of foreign sales com- 
pared with domestic sales was larger 
in harvesting machinery than in any 
other kind of farm equipment. The 
entire 1921 production was $17,890,000; 
domestic sales of $8,714,000 were re- 
ported and foreign sales amounted to 
$5,673,000. The domestic sales of com- 
bined harvesters and threshers were 
$1,477,000, while the foreign sales were 
81 per cent greater, or $1,935,000. For- 
eign sales of self-rake reapers were 
$489,000, or more than ten times the 
sales for domestic use. The value of 





A large sign can either be sus- 
pended from the ceiling or placed in 
the front of the window reading 
something like this: “Start the New 
Year Right. Get a Fireless Cooker.” 


A Christmas Present for the 
Family Car 


(Continued from page 61) 


However, he has one idea so good I 
am going to let you in on it now. He 
is playing up the family car in the 
light of a good servant deserving of 
a holiday reward. A show card, 
which he gave me a glimpse of reads 
as follows: “Your Car is a Faithful 
Servant—Give It a Christmas Pres- 


Reading matter continued on page 94 
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grain binders produced amounted to $9,- 
310,000. 

The values of the principal machines 
for preparing crops for market or use 
were: Grain threshers of wood, $6,- 
274,000, and of steel, $5,663,000; en- 
silage cutters, $1,904,000, and corn 
huskers and shredders, $1,405,000. 

Barn equipment was not reported 
separately in 1920. The principal ar- 
ticles included in the group “All other 
items” are: Engines, wood-sawing ma- 
chines and sawmill machinery, manure 
spreaders, cream separators, windmills, 
pumps and milking machines, Also 
included in this group are attachments 
and parts for the various classes of ma- 
chinery as reported by the “Agricul- 
tural implements” industry, amounting 
to $47,004,000, and repairs amounting 
to $2,007,000. 


Don’t Stand in Line 


Have you ever stood in line at a 
window in the post office waiting your 
turn to register a letter or package? 
asks the chief of the information ser- 
vice of the Post Office Department. 

And finally, after reaching it, have 
you had the clerk refer you to another 
window to buy the necessary stamps? 

And then, after having purchased 
the postage, found it necessary to re- 
turn to the first window and stand in 
line again in order to complete the reg- 
istration of your piece of mail matter? 

If you have had this experience, you 
will not undergo it again, for Post- 
master General Work has issued in- 
structions that in the future post- 
masters throughout the country will 
place stamps on sale at windows where 
mail is presented to be registered in 
order to eliminate this annoyance to 
the public. 

“Frequently,” the order _ states, 
“stamp windows in post offices are lo- 
cated some distance from the registry 
windows, and much inconvenience is 
caused the sender of registered mail 
when required to call at the stamp 
window for the purpose of securing 
stamps arid then be compelled to return 
to the registry window.” 


ent.” Perhaps you can _ likewise 
utilize the idea in your Christmas 
window. 

But I think I have given you hints 
enough for one time. It isn’t so 
much how you start your “Gifts for 
the Car” campaign, as it is the fact 
that you do start it. Your own ideas 
may be even better than those I have 
mentioned. The fact remains that 
the car is now a member of the fam- 
ily and a prominent one. That the 
fad of remembering it at Christmas 
time with an appropriate gift is well 
under way. All you have to do is 
get behind the idea and boost. Christ- 
mas for the car means Christmas 
business and Christmas profits for 
you. 
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General view of the American Firing Point at 

the International Matches in Milan, Italy, on 

September 19th. The American team is in ac- 
tion—every one of its members used Western Am- 
munition exclusively and defeated the picked repre- 
sentatives of seven nations, 


The victorious American team, photographed in 
front of Team Headquarters immediately after 
winning the World’s Championship. bah i hy 
Jackson, Wilson, Denny. Middle row: aller, 
Osburn, Stokes, Boles. Front row: Lloyd, Fisher. 


Mr. W. R. Stokes—International Champion—who 

successfully defended his title this year with 

Western Ammunition. In addition to winning 
the World’s Individual Championship, he also won 
the Kneeling Championship with a score of 356. This 
is a composite of the targets shot by Mr, Stokes. 
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Supreme [est 
of Accuracy! 


There is no single event which has done more to stimulate the 
demand for Western Ammunition than the winning of the World’s 
Championship at Milan, Italy. In winning this championship, 
the American Team defeated a field of 1,200 picked shots repre- 
senting the best marksmen in the world. The members of the 
team used Western Ammunition exclusively and claimed that it 
was the most accurate ammunition at the matches and that it 
contributed greatly to their success. 


The demand for Western Rifle and Revolver Ammunition is 
increasing rapidly as the result of winning this and many other 
championships. The success which marksmen have had is 
largely due to the unusual uniformity, reliability and accuracy 
of Western Ammunition. These qualities may be attributed to 
the fact that the Western Cartridge Company specializes in the 
manufacture of ammunition. As the result of this specialization, 
it is able to maintain a force of unusually skilled workmen and 
is thus in a position to develop many new features which pro- 
duce greater accuracy and increase the efficiency of all standard 
arms. 


Among the more recent Western exclusive developments are 
the Lubaloy Jacket Bullet, the Boat-tail Bullet, the Open-point 
Expanding Bullet, the .22 L. R. Super-accurate Marksman Car- 
tridge and the new Super-X Shotgun Load, which extends the 
range for shotgun shooting as much as 20 yards. 


There is a Western jobber located so conveniently that you can 
obtain prompt delivery in any part of the United States. Write for 
full information on Western products and how to increase your 
metallic cartridge business in 1923. Address WESTERN 
CARTRIDGE COMPANY, Department A-12, East Alton, Illinois. 
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Notes of the Retail Hardware Trade 

















Orosi, CAL.—The O. C. Adams Hard- 
ware Co., operating a branch store at 
Visalia, has commenced business here, 


carrying a stock of automobile acces- 
sories, automobile tires, barn equip- 
ment, builders’ hardware, building 


paper, clocks and watches, crockery and 
glassware, cutlery, electrical special- 
ties, flashlights, fishing tackle, garage 
hardware, glass, guns and ammunition, 
heavy hardware, insecticides, house- 
furnishings, mechanics’ tools, oils and 
greases, paints, oils and varnishes, pic- 
nic equipment, prepared roofing, pumps, 
refrigerators, rope and twine, shoe find- 
ings, silverware, sporting goods, stoves, 
ranges and washing machines. 


GRAND JUNCTION, CoL.—The Biggs- 
Kurtz Hardware Co. has sold its retail 
store to the United Hardware Co. 


COLCHESTER, CONN.—I. Horwitz has 
moved to new quarters, and requests 
catalogs on a general line of hardware 
and housefurnishings. 


BRADENTOWN, FLA.—Trimble, Land 
& Tallant is the new name of the Mana- 
tee Hardware Co., whose business is 
both wholesale and retail. Catalogs re- 
quested on a line of builders’ hardware. 


SwEET, IpAHO.—Carpenter & Bennett 
have opened a store here, dealing in the 
following: Automobile aceessories, au- 
tomobile tires, builders’ hardware, 
building paper, clocks and watches, 
crockery and glassware, cutlery, dairy 
supplies, electrical supplies, fishing 
tackle, garage hardware, gasoline, 
glass, hammocks and swings, harness, 
heavy hardware, oils and_ greases, 
paints, oils and varnishes, poultry sup- 
plies, prepared roofing, pumps, rope 
and twine, seeds and fertilizers, shoe 
findings and silverware. Catalogs re- 
quested on a general line of hardware. 


CHENEYVILLE, ILL.—A. A. Carl has 
succeeded to the business of Glen Carl. 

PRAIRIE City, ILL.—Kingsland & Wil- 
lard have commenced business here. 
Their stock consists of the following, 
on which catalogs are requested: Barn 
equipment, bathroom fixtures, builders’ 
hardware, cutlery, fishing tackle, fur- 
naces, garage hardware, gasoline en- 
gines, glass, guns and ammunition, 
heavy hardware, housefurnishings, 
mechanics’ tools, paints, oils and var- 
nishes, plumbing department, pumps, 
rope and twine, stoves and ranges, tin 
shop and washing machines. 


Aurora, KAN.—George Mallo has dis- 

wns of his business to Albert and 
. R. Cables. 

ae Kan.—The Kansas Hard- 
ware Co. has sold its stock to the Hill- 
Cole Hardware Co. The owner has put 
in a new store front and installed mod- 
ern lighting fixtures. Catalogs re- 
quested on barn equipment, bathroom 
fixtures, bicycles, builders’ hardware, 
cutlery, dairy supplies, flashlights, fish- 
ing tackle, glass, guns and ammuni- 
tion, heavy hardware, incubators, me- 
chanics’ tools, oils and greases, paints, 
oils and varnishes, poultry supplies, re- 
frigerators, rope and twine, silverware, 
sporting goods, stoves, ranges and 
washing machines. 


t 





DopGe City, KAN.—Tepe Bros., 607 
Second Avenue, have taken over the 
stock and business of John S. Rush. A 
line of sporting goods and guns, plumb- 
ing material and belting has been 
added, and catalogs are requested on the 
following: Barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, churns, cream sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, electrical household spe- 
cialties, electrical supplies and equip- 
ment, flashlights, fishing tackle, garage 
hardware, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, 
kitchen housefurnishings and oil cloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
plumbing department, poultry supplies, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, toys and games, washing ma- 
chines and wheel toys. 


Mouine, KAN.—The Dresser & Wood- 
man Hardware now owns the Tilton & 
Tilton stock. 


Port Deposit, Mp.—Charles_ C. 
Knauss has succeeded the firm of 
Knauss & Robinson. A line of five and 
ten cent goods has been added, on which 
catalogs are requested, together with 
catalogs on the following items: auto- 
mobile accessories, automobile tires, 
bathroom fixtures, bicycles, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, insecti- 
cides, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roof- 
ing, pumps, refrigerators, shelf hard- 
ware, sporting goods, stoves, ranges 
and toys and games. 


Monrog, Micu.—Finzel & Scribner, 
8 South Monroe Street, have purchased 
a new store building, which will be re- 
modeled and occupied by them about 
Dec. 10, with a complete stock of build- 
ers’ hardware, building paper, cutlery, 
flashlights, fishing tackle, garage hard- 
ware, glass, guns and ammunition, 
housefurnishings, mechanics’ tools, oils 
and greases, paints, oils and varnishes. 
poultry supplies, prepared roofing, 
pumps, refrigerators, rope and. twine, 
silverware, sporting goods and stoves 
and ranges. 


ADRIAN, MINN.—Billington and Hen- 
nekes are successors to the Parr Cash 
Hardware. 


Hopoken, N. J.—The Schelling 
Hardware Co., 734 Willow Avenue, has 
purchased the Louis Schelling stock, 
and reauests catalogs on a general line 
of hardware. 

Jamaica, N. Y.—Samuel Jacobson 
has commenced business at 17917 
Jamaica Avenue, carrying the follow- 
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ing lines, on which catalogs are re- 
quested: Bathroom fixtures, bicycles, 
builders’ hardware, cutlery, electrical 
specialties, electrigal supplies, flash- 
lights, garage hardware, heavy hard- 
ware, housefurnishings, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, radio equipment and rope 
and twine. 


NEw York, N. Y.—The Strauss 
Hardware & Housefurnishing Co. has 
opened a store at 1076 Third Avenue, 
where a complete stock of the following 
is carried, on which catalogs are 
requested: Automobile accessories, 
bathroom fixtures, builders’ hardware, 
clocks and watches, crockery and glass- 
ware, cutlery, electrical specialties, elec- 
trical supplies, flashlights, insecticides, 
housefurnishings, mechanics’ tools, oils 
and greases, rope and twine, silverware 
and stoves and ranges. 

Hupson, N. Y.—S. E. Beeler & Son 
have established themselves at 426 War- 
ren Street, dealing in automobile acces- 
sories, bicycles, cutlery, flashlights, 
fishing tackle, guns and ammunition, 
hammocks and tents, sporting goods, 
toys, games and wheel toys. Catalogs 
requested. 

NEw York, N. Y.—The S. & S. Hard- 
ware Co. has commenced business at 639 
Sixth Avenue, carrying a wholesale and 
retail stock. The concern requests cata- 
logs on a general line of hardware, elec- 
trical and automobile supplies. 

RICHMOND HILL, N. Y.—Edward B. 
Powell, Inc., has opened a store at 110- 
23 Jamaica Avenue, dealing in bicycles, 
watches, flashlights, fountain pens, fish- 
ing tackle, guns and ammunition, sport- 
ing goods, ete. 

NEW BREMEN, OHIO.—The New 
Bremen Hardware & Supply Co., suc- 
cessor to Charles J. Boesel, requests 
catalogs on barn equipment, bathroom 
fixtures, builders’ hardware, flashlights, 
fishing tackle, garage hardware, glass, 
guns and ammunitions, heavy hardware, 
mill supplies, oils and greases, paints, 
oils and varnishes, plumbing depart- 
ment, rope and twine, seeds and fer- 
tilizers, sporting goods, toys, games and 
washing machines. The concern’s busi- 
ness is both wholesale and retail. 

HARTFORD, S. D.—The hardware and 
implement stock of E. A. Wendt has 
been damaged by fire. A new fireproof 
building is being erected, which is ex- 
— to be ready for occupancy about 
an. 


HINTON, W. Va—Meador & Dixon 
are purchasers of the stock of Meador 
& Hedrick. New lines have been added, 
and up-to-date store fixtures will be 
installed the first of the year. Catalogs 
requested on electrical washing ma- 
chines, ranges and sweepers. 


OsweEco, N. Y.—The Smith Hardware 
Co., 175-177 West First Street, has pur- 
chased the stock of the National Hard- 
ware Store. Price lists, discounts, etc., 
requested on a general line of hard- 
ware and sporting goods. 

New BERLIN, N. Y.—B. J. Brooker 


has purchased Mr. Doolittle’s interest 
in the firm of Brooker & Doolittle. 
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Planes Have a Place in the Home 
You Can Put Them There! 


Think of the number of homes in your neighborhood where 
a reliable plane is frequently needed. Here is a fertile mar- 
ket that never has been cultivated. It is ready to yield in 
direct proportion to the attention you give it. 


While many of your own customers feel the 
need for this handy tool, few of them know 
anything about planes. “Expensive,” is their 
first thought. ‘Hard to operate,” is another. 
“How to sharpen and adjust them,” seems a real 
problem. 


That’s where you can step in with the Sar- 
gent. Price proves Sargent economy. ‘Tell, 
or show if possible, how smoothly it bites into 
the wood. And the auto-set feature, which is 
simplicity itself, can be convincingly demon- 
strated. Suggest a Sargent Plane for the home 





One of the many 


uses for a  Sar- to your next customer. You’ll appreciate the 
gent Plane in the e P ° 
home. profits from this side of the tool business. 


SARGENT AUTO-SET BENCH PLANES are popular with 
carpenters because of lightness, cutting keenness, rigidity and quick adjust- 
ment. Will not chatter on the toughest job. Blade may be removed, 
quickly sharpened and replaced without touching adjustment. 








Sargent Steel Framing Squares 


Complicated figuring on the part of carpenters is eliminated. Sargent 
Squares do the calculating for angles and cuts of common, hip, valley, jack 
and cripple rafters. Tables on square are complete, correct, final. Five 
dependable finishes. You can select-those preferred by your trade. 


Sargent Squares 


are of finest steel To Show the Sargent Is to Sell It. 


SARGENT & COMPANY 


markings. 
hr 5 54 Ma Manufacturers 


New Haven Conn. 
New York Chicago 
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Radio Dial Has High Dielectric 
Properties 
Designed for use in connection with radio 
sets, the Hoosick Dial, made by the Hoosick 
Falls Radio Parts Mfg. Co., Inc., Hoosick 

















Falls, N. Y., is built in two pieces for the 
purpose of increasing its dielectric prop- 
erties. The two-piece construction of the 
dial is an advantage in that the set screw 
fastening the dial to the shaft in inclosed 
under the knob, thus eliminating the ca- 
pacity or static effects caused by connec- 
tion between the body and the coil wind- 
ings, through the hand coming in contact 
with the metal set screw. Another note- 
worthy feature of the dial is the fact that 
it will fit both the %4, in. and the ¥ in. 
shafts now commonly used on radio re- 
ceiving apparatus. This is accomplished 
by means of a brass reducing bushing 
which is included with each dial sold. The 
dial is made of Bakelite and has a highly 
polished jet black surface and pearl white 
figures, the appearance being unusually 
pleasing. 


Folding Campstove for Outdoor Use 


The Tourist Camp Stove made by the 
Albert Lea Foundry Co., Albert Lea, Minn., 
is said to be the product of some fifteen 
years’ experience on the part of the in- 
ventor, F. A. Trow, who has been associated 
with the manufacture of camp stoves for 
that period of time. Mr. Trow is the ori- 
ginator of the wind shield type which is 
claimed to enable the user to generate and 
burn the stove and secure the maximum 
heat from the flames of the burner, even in 
a strong wind. Other features include 
folding legs which lock in both positions, 
open and closed; burner plate openings in 

















top which bring flame under the center 
of cooking utensils; combination cover and 
windshield; warming shelf to keep food 


warm and automatic cleaning device which 
keeps gas tips clean; the stove burns ordi- 
nary auto gas or distillate and only one 
burner needs generating. The enclosed 
mixing chamber prevents flame blowing out 
in wind. The top of tank is funnel shaped 
and requires no funnel in filling. The tank 
raises half an inch and can be unlocked 
from stove, a great convenience in filling. 
When not in use the stove completely folds 
up so all parts are inside, including tank. 

















This stove has not been on the market very 
long and sales have been reported as being 
very satisfactory. The policy of distribu- 
tion is through the jobber. 


Display Assortments of Hartford 
Brushes 


Products Co., Hartford, 
manufactures a line of 
popular, 


The Hartford 
Conn., which 
brushes, particularly of the 




















twisted wire type, has prepared a number 
ef attractive display assortments for the 
hardware merchant, in order to bring high- 
grade brushes to the attention of mer- 
chants who have failed to study the sales 
possibilities of this class of goods. The 
Hartford Products Co. is endeavoring to 
increase the sales of these products through 
regular retail channels, and as a help to 
merchants has made up various standard 
assortments comprising the more popular 
items. accompanied by an effective display 
board that can be suspended from the ceil- 
ing or end of the counter. 


Stock and Display Cabinet for 
Eveready Flash Light 
Combining into one piece of furniture an 
attractive display cabinet and a practical 
stock and vending compartment, the No. 

















1722 Eveready Flashlight Display and 
Vending Cabinet placed on the market by 
the National Carbon Co., Ine., Long Island 
City, N. Y., has an attachment which auto- 
matically tests each cell sold. The cabi- 
net is finished in mahogany, with plate 
glass top and sides and is velvet lined. 
The Unit Cell stock and vending compart- 
ment, located in the rear of the cabinet, 
holds a unit package each of No. 950 and 
No. 935 Eveready Unit Cells (36-950’s and 
24-935’s). In action it is simple and effi- 
cient. The cells feed down automatically 
by gravity, and are removed one at a time 
without opening the back. As each cell is 
removed, contact is made with a lamp in 
the front of the display section which 
lights, testing the cell, and showing the 
customer that it is fresh and strong. A 
small stock of flashlight lamps can be kept 
in the cabinet, as there is sufficient room 
beneath the runways for five or six unit 
packages. 


Display Cabinet for Vulcan Shav- 
ing Brushes 

John L. Whiting-J. J. Adams Co., 690- 

710 Harrison Avenue, Boston, Mass., are 

suplying gratis to dealers placing orders 

for the Vulcan line of rubber cemented 

















shaving brushes an attractive glass top 
display case. The cabinet affords a very 
effective means of displaying these brushes. 
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Points to Consider 
in Selecting 


a Name 
1 Because of its short wheel base, 


the ‘‘Whale” operates almost as 

easily on curves as on a straight- 

away. Tests have proved that a 

boy can operate the one-ton 
“Whale” even when it is loaded to 
capacity. 


Felt washers prevent gritty dust 
and dirt from reaching the bear- 
in They also provide perfect 
lubrication, as the felt absorbs 
oil from the oil hole and trans- 
mits it to the bearings continuously. 


foeether exclusive feature. 

Bumpers go all four wheels 

from shock when trolleys bump 

together or strike stop at end of 

track. It is practically impossible 

for the wheels of the “Whale” to be 
come chip 


Combination and radial thrust 

bearings are found only in the 

“Whale.” The ball races are 

ground and the balls themselves 

are of high duty steel. This fea- 

ture enables a one-ton load to be started 
by the pull of a man’s little finger. 


Reduced friction is assured by 

crowning the wheel treads. Also, 

the treads are chilled to give 

maximum hardness and mini- 

mum wear. This is another reason 
why the “Whale” will withstand long 
years of hard service. 








Also manufacturers of FyeR- 
Wall corrugated and tin-clad 


doors. 
hardware, etc. 
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‘Yale’ Swallows Whale’ : 


HE Yale & Towne Manufacturing Com- 

pany have requested us to discontinue 
the use of the word “Whale” in connection 
with our improved ball-bearing I-beam 
trolley. They contend that it is too easily 
confused with the name “Yale” which they 
use on their products. 


Of course, in adopting the name “Whale” 
we had not the slightest intention of trad- 
ing on their reputation. We called our 
trolley the “Whale” because it is precisely 
what the name implies—a whale of a trolley. 
We, too, have no desire to have it confused 
with any other, so we have willingly agreed 


to change the name. 
fora 


$50.00 iz. 


It occurs to us that you men who know the many superiorities of the 
“Whale” trolley are best qualified to rename it. To repay you for 
your trouble, we are offering a cash prize of $50.00 for the most fit- 
ting name submitted. 





This time we want a name that can’t possibly be confused with any 
other. The “Whale” is so far superior to ordinary trolleys that we 
wouldn’t think of giving it an imitative name. Study the various 
exclusive features described at the left and see if they don’t suggest 
a name that is as distinctive and strong as the trolley. 


Contest Closes January 1, 1923 


This contest is open to every person who cares to compete. Only our em- 
ployes are barred. The President, Secretary-Treasurer and Superintendent 
of the Richards-Wilcox Manufacturing Company, will be the sole judges, 
and all suggestions should be addressed to us at Aurora. The contest closes 
January I, 1923, and the winning name will be announced in this and similar 
publications as soon after that date as it is possible In the event of a tie 
a $50.00 prize will be awarded to each person submitting the winning name. 


e e 
0. 
A Hanger for any Door that Slides 





- AURORA, ILLINOIS, U.S.A. 


Minneapolis * Chicage Cleveland 


RICHARDS= witcox. Sanne Co is 
LMnnipeg LONDON, ONT. 





“‘Slidetite”’ sliding-folding door 
hardware is unsurpassed for 
garages and general industrial 
uses. 
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New Line of Enameled Ware 

Hardware Co., interna- 
Fourth Street and 
St. Louis, Mo., has 


The Shapleigh 
tional distributor, 
Washington Avenue, 














Bluebelle 
The company 
line under this name, substituting 


Enameled Ware on 
has discarded 


placed the 
the market. 
its old 
the new product which has a handsome 
blue mottled effect on the outside with 
white inside. The utensils are very du- 
rable, having a heavy steel base, triple 
coated. The manufacturers have given 
great care to the production of this line 
and it is claimed to be handsome and per- 
fectly constructed in all respects. 


Rheostat Cannot Overheat 


A number of new features are claimed 
for the “Owl” rheostat or potentiometer 
made by the Ogden Wireless Laboratories 
ot the Standard Appliances Mfg. Co., 432- 
East 7ist Street, New York, N. Y. Sim- 
plicity and rigidity, avoiding all unneces- 
sary parts, is the keynote in the construc- 
tion of the rheostat. The compactness per- 
mits the mounting in a small space, in 
any position, requiring only one hole to be 
drilled into the panel, while the rheostat is 
firmly held in any desired angle by simply 
tightening the lock nut over the shaft on 
the inside of panel. This feature will be 
appreciated both by manufacturers of 
Radio sets and the amateur. ' The resistor 
being properly spaced off the panel is uni- 
formly surrounded by air and cannot over- 
heat. It is bolted to a heavy pillar which 
in turn is forced into a square hold in the 
fibre base. This method of fastening pre- 
vents the resistor from shifting or turning, 
allowing the contact arm to maintain an 
even tension over the resistor. The con- 
tact arm being especially curved to prevent 
any friction, scratching or binding while 
passing over the resistor. In winding the 
resistor great pains are taken to insure the 

















special resistance wire used, against be- 
coming loose or from being affected by the 
elements. The hard fibre is first kiln dried 
to remove the least trace of moisture, then 
it is impregnated in an especially prepared 
insulating liquid, and then wound with high 
grade resistance wire. It is next dipped 
into a second solution and put into a bak- 
ing oven where it is subjected to careful 
heat treatment. This prevents any mois- 
ture from getting into the fibre, therefore 
enabling the use of this. product under the 
most adverse climate on land or on water, 
indefinitely. 
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Handy Combination Hand Vise 


The L. S. Starrett Co., Athol, Mass., an- 
nounces the Starrett Combination Hand 
Vise, No. 86, a tool of wide usefulness both 
in the shop and around the home. The 
use of a ball end handle for tightening the 
jaws, instead of a wing nut, is a new fea- 
ture of the vice. By this means far more 
leverage is possible. The hard vise is 

















furnished with a clamp permitting its use 
as a small bench vise on benches or shelves 
having an approximate thickness of 1% in. 
te 21% in. As shown in the illustration, the 
change is effected simply by removing the 
handle and substituting the clamp. When 
used with the clamp the vise can be ad- 
justed to any point in a complete circle 
to meet the convenience of the user. The 
clamp is made purposely large and strong 
so that it will withstand hard use. 


Flash and Loud Report from This 
Harmless Toy Pistol 


The “Big Bang’ Pop Gun, made by the 
Toy Cannon Works, Bethlehem, Pa., is a 
safe and ingenius novelty that will appeal 
strongly to children of all ages and at the 
same time to grown-ups as a really effec- 
tive home protector because of the close 
resemblance it bears to a regular revolver. 

















The pistol, which when discharged makes 
a flash and a loud noise, operates on the 
same principle as the company’s “Big 
Bang” cannon. It is entirely safe and will 
not burn the skin or the flimsiest tissue 
paper. The ammunition, which is contained 
in an ammunition case in the handle, con- 
sists of pulverized Bangsite which is sup- 
plied with each pop gun. The pistol is so 
contrived that when a charging measure 
of Bangsite comes in contact with water 
from a cylinder through pulling the trig- 
ger a flash and loud report follow. The 
cylinder is so constructed that water will 
remain in it when the pop gun is pointed 
in any direction or even when turned up- 
side down. It is all metal, 8 ins. long, 
weights 14 ounces and has a dull aluminum 
finish. , 
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Channel Steel Brake Shoe for Fords 

Made of U-shaped channel steel formed 
in dies to an accurate circle with the cir- 
cumference of the drum, the Sterling Steet 














Brake Shoe, made by the Republic Auto 
Parts Co., 81-83 Tenth Street, Long Island, 
N. Y., is said to insure complete and un- 
interrupted contact for the entire surface, 
thus producing maximum friction and 
greater braking efficiency. The shoe is 
made of steel and claimed as unbreakable. 


A New Type of Radio Condenser 


The “Magnus’ Wide Range Variable 
Condenser, No. 806, made by the Magnus 
Electric Co., Inec., 451 Greenwich Street, 
New York, N. Y., was designed with a view 
of securing a constant capacity under all 
circumstances, with zero resistance in the 
leads and the plates and with as little ab- 
sorption as possible in the dielectric. The 
plates used are heavy die-castings instead 
of the familiar semi-circular sheets now 
on the market. This is said to give a very 
low resistance in the plates of the con- 
denser. The “Magnus” condenser differs 
from the general trend of condensers now 
on the market in that instead of using a 
large number of plates for high capacity, 
two heavy plates are used. By means of a 
special differential screw, the two plates 
can be separated by an increment of in- 
finitesimal value. For example, the screw 
has a differential of a value that would 
separate the two plates one-hundreth of an 
inch when the dial is turned through one 
revolution. This dial, in turn, has three 
hundred and sixty scale divisions so that 
one division would separate the plates 
merely one thirty-six-thousandth (1/36,000) 
of one inch, thus a very high capacity is 
obtained, approximately 0.002 microfarads 


maximum. The dial can be turned ten 
times, increasing the gap between the 


plates to one-tenth of one inch, giving a 
capacity of about 0.00001 microfarads, 
which is quite close to zero. A wide range 





a 















of capacities is thus obtained. The con- 
denser can be used from a vernier con- 
denser of two plates to a high capacity 
condenser of a great many plates. Sharp 
tuning, which is so important in regener- 
ative circuits, is said to be a special fea- 
ture of this condenser. The instrument can 
be mounted on the panel by removing the 
dial and placing two screws through the 
panel into two tapped holes provided for. 
Binding posts are placed on the plates 
themselves, doing away with separate leads. 





